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Distributors today are ina most strategic 
position. More manufacturers are looking to 
them for sales coverage. More users are 
depending upon them for industrial supply 
and equipment needs. With business on the 
upgrade, the distributor's picture is bright. 
But along with the improved outlook, goes a 
greater responsibility. To fulfill the sales 
requirements of manufacturers and the buy- 
ing needs of users, distributors must sell and 
serve better. Mill Supplies is dedicated to the 
task of aiding in the accomplishment of this 
purpose through an editorial program geared 


to present-day conditions. 








Do YOU know the difference between... 
FULLY-adjustable and SEMI-adjustable: 


aS 





FULLY-adjustable 


This cam-type threader will cut standard, over- 
size or undersize threads WITHOUT AFFECT- 
ING THE LENGTH OF THE THREAD ON 
THE PIPE. With fully-adjustable tools you 
can be sure of strong leak-proof joints regard- 
less of variation in pipe fittings. These tools 
are recommended for all purposes. 


These three threads cut 
with Beaver FULLY-adjust- 


able threaders are alike in 











SEMI-adjustable 


This “taper-pin” type threader will cut only 
standard threads of standard length. Adjust- 
ment for oversize or undersize is obtained by 
increasing or decreasing the length of the 
thread. These tools are recommended for fit- 
ting pipe for structural purposes, where leak- 
proof joints are not essential. 


Here is what you get with 
SEMI-adjustable “taper- 


pin” type tools. The stand- 
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The BEAVER LINE, ONLY, offers a range of FULLY- 
adjustable pipe threaders from 1/8 to 12 inches. 


BEAVER PIPE I@DLS 


INCORPORATED 
293 DANA AVENUE 


WARREN, OHIO 
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hoodrich Distributors 


The 675-ft. conveyor belt, on the way to the customer. 








Phil Pidgeon, President, Pidgeon-Thomas 
Iron Co., Goodrich Distributors in 
Memphis. 


W. J. Talbot, Good- 

rich field represent- 

alive, who cooper- 

aled with the dis- 

tribulor to help him 

secure the conveyor 
belt order. 





‘Old Pig Iron’’—trade characte: 
Pidgeon-Thomas Tron Cea., # 
famous throughout the South 


-® CGoodrich 
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in Gonveuor Belts 


HEN a nationally known auto-body con- 

cern is shopping for a 675-foot conveyor 
belt, some manufacturers would be tempted to 
go after the order direct. 


Goodrich goes to bat for the Goodrich distribu- 
tor. A recent case in Memphis is a typical ex- 
ample. The distributor is Pidgeon-Thomas Iron 
Co. Working as a unit, the Goodrich salesman 
and the distributor got the order, and the dis- 
tributor got his profit. 


This order illustrates three advantages enjoyed 
by Goodrich distributors 


1—The close sales cooperation and engineering serv- 
ice they receive from trained Goodrich branch or- 
ganizations. 

2—Easier selling because of the provable value of 
Goodrich products. (This Memphis belt replaced a 
competitive brand and was sold against stiff com- 
petition.) 

3—Ability to meet unusual demands because of the 
constant improvement Goodrich research is making 
in rubber products. (This belt had to be made to 
withstand an unusual gouging action.) 


ALL 
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In addition to these three, Goodrich distributors 
have another important advantage. Already 
complete to an unusual degree, their line is be- 
ing constantly increased by the activity and 
leadership of the Goodrich development division 

new and attractive sources of profit are being 
added almost every month. The B. F. Goodrich 
Company, Mechanical Rubber Goods Division, 
Akron, Ohio. 


NEW SOURCES OF PROFIT 


Goodrich research is constantly adding new 
items to the distributor’s line—new products on 
which to make a profit. For example, Goodrich 
distributors have recently been offered . . . 


@ Flexible hose joint without metal contact. 


@ /mproved runner matting. 
@ Semiflexible rubber buckets and dippers. 





tnother installation —bells sold by Pidgeon-Thomas Iron Co. 


IN RUBBER 















“TOLEDO’’ POPULARITY IS DESERVED 


We take justifiable pride in“ TOLEDO” 
leadership during all the years they 
, have been on the market. The over- 
; whelming preference that the trade has 
expressed for “TOLEDOS” year after 
year is fitting evidence of their superi- 
ority. 
















Simplicity in design with all parts 
When the features of the “Toledo” No. 999 are P y - g Pp : 
considered it is easy to understand = it is 0 accurately machined and fitted with 
outstanding 2” portable power pipe machine on the ee ” 
market. No other power pipe machine offers the precision, assure “TOLEDO users 
buyer so much for so little, or is proving so popu- ° " : 
rengpally: tg gh = 4 satisfactory service long after other 


pipe threaders are worn out. 


“TOLEDOS” are light enough to per- 
mit easy handling, yet heavy enough 
to withstand hard service. There are 
no soft metal parts, no complicated 
mechanisms. 

These are a few of the many reasons 
for “TOLEDOS” consistent leadership 























This genuine “Toledo” quality-built No. 1—1” to year after year. No finer pipe tools 
, easy operating pipe threader complete sells to = 
‘aiuale © arte an price of $9.00. have ever been made. No finer pipe 


tools are made today than genuine 
“TOLEDO” trade-marked tools. You 


can recommend them and sell them to 
your trade with every assurance that 
you are offering your trade the great- 
est dollar for dollar value and that they 
will give years of satisfactory service. 


THE TOLEDO PIPE THREADING 
This “Toledo” No. 1A ratchet tool has for years 
been the most popular 1” to 2” pipe threader. It MACHINE CO. TOLEDO, OHIO 


now sells to your customers complete at the low 


net price of $11.25. NEW YORK OFFICE 72 LAFAYETTE ST. 











"TOLEDO 


NO FINER PIPE TOOLS ARE BUILT Ty 






THAN ‘‘TOLEDO"’ TRADE-MARKED TOOLS 
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JAMES A. CHANNON, EDITOR 


RAW MEAT OR CREAM PUFFS? 


® THIS editorial is directed to every person 
connected with the mill supply business, 
from janitor to president. Were this a 
manufacturing industry, such a wide audi- 
ence would be out of the question but since 
the editorial has to do with selling and the 
mill supply business is a selling business, 
everyone in it should be interested. 

During the last four or five years every- 
one in this business, from the office boy 
who had his salary reduced to eight dollars 
a week, to the president who literally paid 
money out of his pocket in order that he 
might slave twelve hours a day, has learned 
economy, the trick of operating with no 
loss on about half of normal volume. Sales- 
men and executives have done more real 
selling than they had in the previous ten 
years simply because it was a case of sell 
or bust. 

But now, according to all the leading 
authorities, business is on the upgrade— 
volume during 1935 promises to be consid- 
erably better than that enjoyed last year. 
If we are to believe these authorities, and 
bad luck to him who can’t see something 
brighter, orders will come a great deal 
easier this year than they did last. “Why 
then,” you might logically ask, “preach 
about selling?” 

Just this. Ten years ago business was 
excellent, as we measure business these 
days, yet the air was full of cries that the 
middle man was an unnecessary cog in the 
wheel of distribution. You, and everyone 
else in the industry, ignored those cries sim- 
ply because you were busy golfing or boat- 
ing or what not. Why worry about a busi- 


FEBRUARY 1935 


ness which, at first glance, appeared to be 
doing well? Why bother about people 
stealing business, your volume was satis- 
factory? This was a perfectly natural 
complacency, yet when a checkup was made 
some six years later, it was found that dis- 
tributors were getting only about 34% of 
the available business. 

Since 1931 it has been necessary that 
everyone in the business get out and do 
some honest-to-goodness_ selling. Un- 
daubtedly, were a check to be made now, 
the amount of available business flowing 
through distributors’ books would be 
much larger than 34%. 

Good times are a challenge to every man 
in the industry. Follow the course of least 
resistance, stop selling and start taking 
orders and they will throw you for a loss. 
Intensify your selling efforts, even at the 
expense of a few dollars’ profit, improve 
your service to the user and you will find 
that your time and money have been well 
invested. This business, like every other, 
resolves itself into a survival of the fittest. 
Every company which has come through 
the depression may be likened to a well- 
trained pugilist, tuned to a fine hair. Every 
employee of these companies is trained to 
sell every minute of the day, for this is how 
survival was possible. After training for 
four years on lean meat, it would be a pity 
to let the cream puffs of good times tempt 
you away from the business at hand—the 
fight to put your company and yourself on 
an improved profit-making basis. Real 
selling is the raw meat you've trained on. 
Don’t switch to cream puffs now. 





call for 


ot-FORG 
" NUTs 


BETHLEHEM Hot-Forged Nuts are being 
assigned to all kinds of heavy-duty tasks, 


ED 


calling for extra-strong threads that can 
be depended upon to stand up. These nuts 
are being used in fitting up structural 
steel work. In railway track fastenings, 
and in cars and locomotives. In power- 
station machinery. In pumps. In heavy 
machinery subject to severe vibrations. 


The Bethlehem Hot-Forged Nut is 


made by a new, exclusive process. Instead , 


of a straight, easily-split grain, it has the 
dense structure and the toughness of a 
forging. As it is made from hot metal, 
grain fracture and brittleness are avoided. 


The forging process not only imparts 












greater strength and toughness, but re- 
sults in a nut with the axis square with 
the face and accurately centered, the 
crown full, the sides smooth. This is 
decidedly the nut for the mill-supply 
dealer to recommend for any kind of 
severe service. 

Hot- Forged Nuts are made at our Leba- 
non, Pa., Plant, a self-contained Bethle- 
hem division devoted entirely to the 
manufacture of bolts and nuts and related 
products. Lebanon Plant makes machine, 
carriage, plow and belt bolts. Bolts for 
high pressures and temperatures. All 
kinds of nuts, including cold-punched. 
Spikes, rivets, turnbuckles, and other 


similar products. 
For service to you Bethlehem regu- a 


larly carries all standard commercial 
items in stock at Lebanon Plant. 
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With Which Is Consolidated INDUSTRIAL DIS- 
TRIBUTOR AND SALESMAN And Combined With 
Mill Supply Salesman. Founded by Ernest H. Smith 
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TIMELY COMMENT 


@® SITTING in a middle-western distributor’s 

office a few weeks ago, the subject veered 
around to the tendency among many distributors 
to accept the distributorship on a line, tie the 
manufacturer up to a contract which guaranteed 
them “the world with a fence around,” before they 
had really found out whether they could do a real 
sales job or not. “I'll bet you,” said this chap 
(a certain amount of spice is omitted from here 
on for purposes of publication) “that I am known 
among manufacturers as the blankety-blankest 
‘No’ man in this business. I have turned down 
so many lines because I couldn’t do a job on them 
that I wonder that there is anything left on the 
shelves.” 

Yet, strangely enough, this distributor is rec- 
ognized by manufacturers as doing the outstand- 
ing sales job in his city. Rather than being 
peeved at him for not taking on their particular 
lines, they admire him for his honesty and 
straight-forward reasoning and determine to 
prove to him that he can sell their goods at a 
profit. In the meantime, they are not bound by 
an agreement which virtually prohibits their sell- 
ing in his city. “Yes” men who fail to fulfill 
their promises do much to injure the fine rela- 
tionship between manufacturers and distributors 
so essential to prosperity in the supply business. 


® The last few years have made most of us so 

“cash-conscious” that we are apt to lose sight of 
the fact that the expenditure of ten dollars may 
bring a return ten times that amount. When a 
national convention is mentioned the immediate 
reaction is against it on the grounds that it costs 
too much in time and money. On the other hand, 
let us suppose that the trip will cost you one hun- 
dred dollars. Isn’t it probable that the contacts you 
will make with other distributors from all parts 
of the country will produce at least one idea which 
will repay that hundred dollars to your firm? 
This industry is widely scattered and some of its 
problems can only be solved by a national meet- 
ing with a large enough attendance to make its 
findings authoritative. A new line, a better un- 
derstanding of conditions in other parts of the 
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country, a tip on how the other fellow is handling 
his accounting or a host of other reasons will 
justify your making the trip from an expense 
standpoint. 


® LOOKS very much as if we will have unem- 

ployment insurance and old age pensions with 
us before this session of Congress ends. How- 
ever, the opposition to the Wagner-Lewis Dough- 
ton bill, consisting of practical politicians and 
experts in the social sciences, may succeed in 
slowing down the wheels of legislation. Business 
has not been heard from, although the White 
Sulphur Conference endorsed the idea broadly 
and urged careful study and time for the creation 
of a workable system. The bill, claim its critics, 
has been worked out too rapidly in order that the 
federal legislation may be whipped through in 
time to catch the 44 state legislatures which are 
in session. Few believe that Congress can or will 
pass the bill in anything like its present form, 
but the President has urged speed even if the law 
must be changed after enactment. The rate of 
the payroll tax called for by the bill is 1% or at 
the most 2% during the next two years for un- 
employment insurance and 1% for old age an- 
nunities. Both of these scales are of the rising 
type, the percentages increasing gradually for 
some 20 years. 


@® LARGE department stores are recognized as 

leaders in merchandising methods. Their 
treatment of employees may seem heartless at 
times, yet some of their ideas could well be 
adapted to the supply business. For instance, a 
large Chicago department store has a fixed rule 
that no salesperson say, “Is there anything I can 
do for you?” 

He or she must open the conversation in a 
positive manner by suggesting that some gadget 
at hand is particularly attractive or that a spe- 
cial is being run on some other item. If an in- 
spector were present during every call you made, 
to observe whether you asked, “Do you need any- 
thing today?’, how many bad marks would you 
have chalked up against you? 














WHERE AND How 


TO SELL 





Manila Rope Pointers 


® The salesman who sells a coil 

of Manila rope without assur- 
ing himself that it has been 
properly specified and that his 
customer understands how to 
store and handle the coil, is tak- 
ing a long chance on building up 
trouble for himself. Too often it 
is assumed that rope is one prod- 
uct which will take care of it- 
self and, to a certain extent, this 
assumption is correct, for it is a 
flexible and durable commodity. 
But, where human lives may de- 
pend on its fibres, it is foolhardy 
to take a chance on failure. 

The following recommenda- 
tions for safety, storage and 
handling, if followed, will make 
for greater customer satisfac- 
tion: 

1. Avoid overloading the rope 
as this cracks and breaks the 
center yarns of the strands and 
shortens life. Complete speci- 
fications on load limits are sup- 
plied by all manufacturers. 

2. Use blocks and pulleys 
large enough to permit free run- 
ning of the rope at all times. 
Undersized pulleys chafe and 
wear the rope on the outside 
surface and often injure the 
strands. Look for this condi- 
tion when confronted with ex- 
cessively short life. 

3. Examine rope periodically 
for signs of wear or injury. At 
the first sign of wear, replace 
the rope and put it on lighter 
work. 

4. Never subject rope to sud- 
den loads. 

5. Dirty cordage should be 
washed and thoroughly dried be- 
fore storing. 

6. All Manila cordage should 
be stored on elevated racks in a 
cool, dry and _ well-ventilated 
warehouse. 

7. Never store on concrete or 
dirt floors and under no circum- 
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stances should Manila cordage 
and acid be kept in the same 
building. 

8. To avoid kinking, lay the 
coil down flat, with inside end 
down and draw end of rope up 
through the center of the coil. 
Plain laid three-strand rope un- 
coils counter-clockwise, while 
cable-laid and left-hand-lay rope 
uncoils clockwise. 

9. Avoid dragging rope over 
concrete floors or through dirt 
and oil, as this causes injury to 
the rope and shortens its life. 

10. Kinking should _. be 


avoided, as it disturbs the “lay” 
of the rope, reduces the strength 
and may eventually cut the rope 
in two. 

11. Never allow rope to rub 
on rough surfaces of beams or 
blocks. This causes undue wear. 


The proper storage of Manila 
rope by your customers will 
insure greater satisfaction and 
longer life. It does not pay to 
assume that those to whom you 
sell are taking proper care of 
the rope they buy. Check to 
see that your product is get- 
ting a square deal—your cus- 
tomer will always appreciate it. 


Electric Hammer Offers Good 
Sales Possibilities 
@ Modern engineering has pro- 
duced no more useful tool than 
the portable electric hammer or 
hammer drill as it is sometimes 
called. This tool places in the 
hands of industrial workers ef- 
ficiency and speed, striking as 
it does from 1800 to 3300 blows 
a minute with considerable accu- 
racy. Sales possibilities exist in 
a large number of industries, in 
many of which the sale of an 
electric hammer may lead to 
business on other lines. 

Contractors — electrical, 
plumbing and heating, building, 
lighting and general — have 
found this tool valuable for drill- 
ing brick, concrete or stone 
when putting in pipe lines; for 
cutting through walls and floors 
during alteration operations and 
for channeling for conduits, 
waste lines and oil lines. 

Installers of fire doors, fire 
escapes, elevators, conveying 
equipment and machinery are 
all users of electric hammers for 
preparatory work. Carpet lay- 
ers and theatre contractors use 
them for drilling holes in floors 
to accommodate expansion 
shells. Erectors of awnings, 
signs and ornamental iron work 
find many applications, as do 
municipalities, where pavement 
breaking is only one of many 
uses. 

In the brick and clay indus- 
try, drug and chemical plants, 
lime and cement mills, to men- 
tion but a few, portable electric 
hammers are used to remove 
scale from boilers. In fact, any 
boiler room, whether it be in 
a power plant, manufacturing 
plant, office building, hotel, mu- 
seum or school, is a logical pros- 
pect for the sale of one of these 
tools. In most of these cases, 
moreover, additional use can be 
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The electric hammer with chi- 
sel tool finds wide application 
in remodeling ‘operations. It 
does its work quickly and effi- 
ciently. Prospects include con- 
tractors and many industries. 


made of the hammer for mor- 
tising for locks, grooving sash 
for cord and mounting hard- 
ware. 

Applications of electric ham- 
mers in foundries include the 
tamping of moulds and the chip- 
ping, smoothing and texturing 
of castings, while automotive 
and automobile accessory manu- 
facturers find them useful for 
many purposes. 

All industries which use 
stones for grinding or pulver- 
izing, such as drug or chemical 
plants, flour and feed mills, find 
extensive use for hammers in 
dressing mill stones. 

The wide variety of uses to 
which electric hammers may be 
put and the widely spread mar- 
ket for them, makes them a val- 
uable addition to the lines sold 
by distributors’ salesmen. 
Further, as is the case with the 
horse and the feed, each sale 
opens the door to further busi- 
ness on star drills and chisels. 


Proper Recommendations in 
Selling Oilers 


® Every industrial plant is a 

prospect for oilers and every 
salesman contacting these plants 
should be able to recommend 
the proper type oiler for each 
use. 

For plants having overhead 
shafting, recommend a pump 
oiler. The capacity and length 
of spout to recommend depends 
on the number of bearings to 
be lubricated and the distance 
of the overhead shafting from 
the ceiling. First, determine 
how much oil is required for 
one complete oiling. Then rec- 
ommend a pump oiler of the 
proper capacity. Standard ca- 
pacities are 3 pint, 1 pint and 
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1 quart. 
spout of sufficient length to per- 
mit the operator to oil the bear- 
ings and remain a safe distance 
away from revolving pulleys 


Always recommend a 


and shafts. Standard length 
spouts are 6-inch, 9-inch, 15- 
inch and 18-inch, but pump oil- 
ers are also supplied with spouts 
as long as six feet. 

For machinery equipped with 
a large sight-feed oiler, recom- 
mend an engineer filler or 2- 
quart railroad oiler. For a 
small sight-feed oiler or open 
bearings recommend a pump 
oiler. The essential thought al- 
ways to have in mind is that 
engineer fillers and_ so-called 
railroad oilers are gravity feed 
and the pump oiler ejects oil 
from almost any position by 
means of mechanical operation. 
In some cases, it is necessary to 
see just where the bearings are 
located so that the proper oiler 
may be recommended to give the 
utmost in efficiency and safety. 

For individual motorized units 
requiring only a few drops of 
oil recommend a welded steel 
bench oiler of capacity and 
length of spout to meet the op- 
erator’s needs. A welded steel 
bench oiler is recommended for 
this reason: While the initial 





cost is greater than the other 
type bench oiler it will be more 
economical in many cases. Oiler 
spouts are frequently bent by 
being caught in machinery, oil 
cups or oil holes. Welded steel 
spouts can be straightened and 
will again be serviceable. Oiler 
spouts having soldered seams 
when bent immediately leak at 
the point of the bend and are no 
longer serviceable. This applies 
to all type oilers whether they be 
bench, railroad, engineer filler 
or pump oiler. 

For conveyors, recommend a 
pump oiler or gravity feed valve 
oiler. 


Drilling Alleghany Metal 
Requires Care 


® The distributor’s salesman 

whose house handles a line of 
twist drills should take careful 
note of the following recom- 
mendations made ‘by the manu- 
facturers of Allegheny metal, a 
stainless steel of the 18-8 chro- 
mium nickel type, for drilling of 
that material. An improper 
recommendation may _ very 
easily result in complete dissat- 
isfaction (Continued on page 85) 
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PERTINENT QUESTIONS ON 


PRODUCTS 
YOU SELL 


Can you answer these questions 
about the products you are sell- 
ing? Have you questions of a 
similar nature which are puzzling 
you? If so, send them along to be 
included in this section, which will 
be a regular feature in future is- 
sues. Answers will be found on 
page 58. 


1. What will be the result if a twist 
drill is not cleared sufficiently behind 
the cutting lip? 

. How can a tungsten steel hack saw 
blade be distinguished from one 
made of carbon steel? 


iw) 


3. What are the two general types of 


check valves and how do they dif- 
fer? 

1. For what service should gate valves 
be recommended ? 

5. What factors must be considered in 
selecting the proper size of line- 
shaft? 

6. In transmitting power, when is a 
bevel gear used and when a miter 
gear? 

7. How much heat does a gasoline blow 
torch produce? 

8. For what reason is molybdenum 
added to stainless steel? 

9. What is the difference between a 
double cut file and a single cut and 
on what types of files is each used? 

10. In extinguishing the flame of an 
oxy-acetylene blowpipe, which valve 
should be closed first ? 
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IT is important that dis- 
tributors’ salesmen get in- 
side their customers’ plants 
but it is more important 
that they recognize poten- 
tial business when they see 
it. The pictures on this 
page were taken in a brew- 
ery, a linoleum manufac- 
turing plant, a machine 
shop and the repair shop of 
a large transit company. 
Test your powers of obser- 
vation by seeing how many 
industrial supply items you 
can pick out in these views. 
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MARKET SURVEY YIELDS PROFITS 


A careful survey of potential customers 
will not only aid in introducing a new line 
but it will make it possible to order a stock 
which will be adequate to serve your terri- 
tory, yet be small enough to yield a rapid 


turnover. 


A salesman’s actual experience 


is used to prove that the idea is practical. 


@ In most cases where a dis- 

tributor accepts the distribu- 
torship on a new line he does so 
with considerable doubt in his 
mind on the question of stock 
turnover. In every case he 
knows the sales price of the item 
in question, he knows what it 
costs him but is totally in the 
dark when it comes to ordering 
a stock of the proper size to 
give adequate return on his in- 
vestment. 

This problem is by no means 
hopeless, however, as I will at- 
tempt to point out by drawing 
on the experience of my own 
company with one particular 
line. What small cost was in- 
volved in solving our problem 
was fully justified by the re- 
sults obtained. 

Some time ago, we were ap- 
pointed agents by the manufac- 
turer of a line of brake shoes 
for industrial and locomotive 
use. At first glance the line 
appeared to be one which in 
most cases would be purchased 
direct from the manufacturer. 
It was pointed out to us that 
every mine or industrial plant 
having electric or steam engines 
running on a track was a pros- 
pective user, yet we had no 
definite idea about their require- 
ments or the size of stock neces- 
sary to adequately serve as a 
source of supply on this item. 
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Our manufacturer had taken 
this into consideration, however, 
and supplied us with forms de- 
signed to help us in making a 
survey of our market. These 
forms, one of which is shown 
elsewhere on these pages, made 
simple the gathering of sufficient 
information to make a sound 
estimate of the potential market. 

Our first calls revealed that 
most of our customers were 


buying shoes from the firms 
which sold them their locomo- 
tives. This usually meant that 
the customer had to order the 
shoes from a distant point and 
content himself with a long 
wait. In many cases the locomo- 
tive manufacturer would have 
no stock of the sizes needed and 
when it is considered that 
quality brake shoes are some 
21 days in the making, it may 
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Interest on stock investment for any particular line, expressed as a 
percentage of total sales, decreases rapidly as stock turnover increases. 
One method of achieving rapid turnover is the careful selection of 


a stock to fit the needs of your customers. 


The survey method sug- 


gested here has often proved itself a valuable aid in such selection. 
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of shoes used by each was 
tabulated to determine the rela- 
tive importance of various sizes 
in our territory. Finally, the 
customer and salesman were 
furnished copies to aid in follow- 
ing through on the initial con- 
tact. 

The immediate result of our 
market study was the purchase 
of a well-rounded stock, ordered 
specifically for our territory, 
and an almost instantaneous in- 
flux of orders from those pros- 
pects with whom the service 
element was of prime _ im- 
portance. 

Of course, I do not mean to 
imply that we had no obstacles 
to overcome in selling our line. 
We found many industrial plants 
and mines who were having 
shoes made by some local 
foundry rather than to wait on 
uncertain deliveries from a loco- 
motive manufacturer. In such 
cases a comparative test would 
nearly always show that shoes 
made by a specialist in manufac- 
turing this product were far 
superior to those made by a 
foundry whose business involved 
the casting of innumerable prod- 
ucts. In fact, one such test 
showed our shoes to be outlast- 
ing the local product by seven to 
one. 

In other cases we found it 
necessary to point ouf the fact 
that shoes cast in local foundries 
often had irregular surfaces due 
to being cast from a wooden 
pattern. Our line featured high 
points on the brakes which 
supplied from three to four dif- 
ferent wearing surfaces as the 
brake was used. 

All of this preliminary survey 
and the introductory calls would 
have been useless, of course, had 
we been out of line on price. At 
the same time, the accurate de- 
termination of market poten- 
tialities made it possible for us 
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The above form was used by Mr. Alberter and other Somers, Fitler 


and Todd salesmen to check the market for brake shoes. 
completeness of the information given. 


Note the 
This information is of real 


value in the selection of a stock which will fit the needs of the cus- 
tomer and give, at the same time, assurance of satisfactory turnover. 


to meet the competition of 
direct-selling manufacturers and 
still show a reasonable profit. 

In the first place, our prospect 
survey showed us that we could 
get along nicely with a stock of 
only fifteen sizes of shoes. Our 
estimates, and two years of ex- 
perience have shown them to be 
sound, led us to believe we could 
turn our stock of shoes at least 
ten times annually. Our com- 
petition, in the main manufac- 
turers of locomotives, had to be 
content with a single stock turn, 
the item being merely a service 
proposition with them. Natu- 
rally, with a ratio on inventory 
investment of 6% to 6% we 
were in a position to keep our 
price in line. 


The plant survey method of 


introducing a line has always 
seemed to me to be sound. In 
the above case, it not only en- 
abled us to enter the brake shoe 
business with our eyes open but, 
in many cases, it served as an 
entering wedge on other items 
on which we had not been pre- 
viously considered. It is sound 
because it offers your customers 
a real service and gives you, as 
a salesman, the opportunity to 
point out other services offered 
by your company as a store- 
house of industrial supplies and 
equipment for plants in the 
territory. 

It is said that the proof of the 
pudding is in the eating. Natu- 
rally, all of us as salesmen hate 
to spend our time running 
around (Continued on page 87) 
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PURCHASING FOR PROFIT 


Mr. Haseltine, drawing on his years of ex- 
perience in purchasing industrial supplies, 
here points out the fundamental principles 
behind sound buying as contrasted with 


that of a haphazard nature. 


Executives, 


purchasing agents and salesmen will find 
much of interest in his purchasing formula. 





William A. Haseltine, vice-president and purchasing agent of the J. 
E. Haseltine Company, whose purchasing formula has insured this 
concern against stocking “white elephants,” lines which will not move. 


@® One day a pleasing and con- 

vincing young man came into 
this office and placed before me 
a little piece of ribbon steel and 
some stove bolts. He made 
what seemed to be a few simple 
passes, and the result was a 
hose clamp that was a beauty. 
It looked so easy that I didn't 
even try it. Contrary to our 
policy, I bought a small stock 
out of hand, without taking it 
up with the salesmen or going 
through the usual motions em- 
ployed by us in taking on a new 
line. 

That was quite a long time 
ago, and when I say that we got 
rid of the last few dozen just 
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the other day to a buyer who 
no doubt had a leaning more to 
jig-saw puzzles than to hose 
clamps, it will be realized that 
the line was not so hot after 
all. The whole trouble with it 
was that the best brains of our 
sales organization, not to men- 
tion the purchasing department, 
could not put one of the things 
together before a customer, at 
least, not quickly or convinc- 
ingly. 

This little example serves to 
illustrate the fundamental prin- 
ciple that snap judgment has no 
place in purchasing. Something 
in the nature of a formula must 
be employed. If the formula, in- 


As told by 


WILLIAM A. HASELTINE 
Vice-president and purchasing agent, 
J. E. Haseltine and Company, 
Portland, Oregon 


to 


HENRY W. YOUNG 


volving both the factors of eco- 
nomical buying and successful 
selling, has been carefully de- 
veloped, the purchasing depart- 
ment will make fewer mistakes 
by applying it religiously in 
passing upon all new lines. 

We do try to apply such a 
formula in this organization. 
Every point in it is a funda- 
mental one. As such, these 
points are known to everybody. 
But, as there are quite a num- 
ber of them, the essential thing 
is to apply them in routine, al- 
ways, and not overlook the one 
feature that may perhaps mean 
the difference between a profit- 
able, permanent line and a false 
start. 

The formula is a two-part one, 
relating first to the line itself 
and last, to the manufacturer 
and service back of it. Taking 
up the first part of the formula, 
the factors in order are these: 

(1) Will it make money? Is 
the margin sufficient and the 
field large enough to insure vol- 
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ume? These requirements are 
self-evident and need no elabo- 
ration. 


(2) Will it fit? By that I 
mean, will it sell to the same 
customers that now form our 
principal outlets, and can it be 
sold by the same salesmen who 
are now calling on those custom- 
ers? If so, can the turnover be 
expected to be at least three 
times per annum? Bear in mind 
that turnover in this locality, 
far distant from most sources 
of supply, is a different proposi- 
tion from that in other locali- 
ties. While some things can be 
turned as high as seven or eight 
times a year, this is rather ex- 
ceptional and the average is low- 
er than that. 


(3) What is the competition? 
A survey is made with consid- 
erable care before taking on a 
new line. What other lines are 
competing with it? How ag- 
gressively are these competing 
lines being handled? These are 
questions that naturally crop up 
and the answers should be based 
on some sort of survey that will 
remove them from the realm of 
pure guess work. 


(4) Can the line be easily 
handled? Can we put a tag on 
it and sell it with reasonable ef- 
fort? While we are not in this 
business to sell only the things 
that will practically sell them- 
selves and expect to do a real 
job of selling on anything we 
tackle, there is a vast amount 
of difference between lines as 
to the selling effort required, 
even among staples. Naturally, 
there are certain lines that must 
be carried that do not have this 
easy-to-sell qualification. The 
matter of adequately serving 
the trade is probably the most 
usual reason for their retention. 
But in general, the higher the 
ratio of easily handled lines to 
the whole, the greater the over- 
all profit is going to be. This 
is a question, therefore, which 
should have careful attention in 
connection with every new line 
discussed. The easy-to-handle 
criterion, if it had been applied 
to the above mentioned hose 
clamp before ordering would 
probably have thrown the item 
out of consideration. 
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quirements outlined below: 


A. The line itself must: 
a. Make money. 


quality. 


a. Have a good reputation. 


stand the distributor's 
operate with him. 





A PURCHASING FORMULA 


A line to be satisfactory, must successfully meet the various re- 


The margin must be sufficient and the field 
large enough to insure satisfactory turnover. 

b. Fit in with other lines handled. 
be sold to the same customers and by the same salesmen. 

c. Be comparable with competing lines. 
particularly with the distribution angle of competition. 

d. Be relatively easy to handle. 
to sell, it is important that a high percentage have this 


e. Satisfy our sales department. 
of the sale force is lost and will rust on the shelves. 


B. The manufacturer of the line must: 

This requirement refers particularly 
to the manufacturer’s distribution policy. 

b. Be financially responsible. 
reasonable assurance of continuity of operation. 

c. Render satisfactory service. 

problem 


As far as possible it should 
This requirement deals 


While all lines cannot be easy 


A line without the approval 


It is important that there be 


The manufacturer must under- 
in order that he can co- 








(5) Finally, the most impor- 
tant consideration in relation to 
the new line is the attitude of 
the sales department. It almost 
goes without saying that the de- 
cision must be unanimous as be- 
tween the sales manager and 
purchasing agent. In our case 
the sales manager does not rely 
solely upon his own judgment, 
but takes the matter up with 
the salesmen who will be called 
upon to handle the line. Some- 
times this is done by circular 
letter and all the salesmen are 
required to express an opinion. 

It is a self-evident fact that 
we, on one end of the establish- 
ment, must buy what the sales- 
men on the other end must sell. 
If we go ahead and buy blindly, 
without the aid of the sales- 
man’s trained observation in the 
selling market, there is bound to 
be trouble. On the other hand, if 
we were to buy and stock all the 
items and lines proposed by all 
the salesmen, there would be 
trouble again, because all the 
salesmen cannot be right all the 
time. There must be a median 
between those two extremes. 
Follow this path and the bone- 


yard of “lines gone sour” will be 
kept fairly well cleaned out. 

The salesmen are the scouts 
of the territory. They are the 
ones who are most closely at- 
tuned to those little indicators 
which denote changes in buying 
habits. As such, the tips that 
they bring the purchasing de- 
partment are invaluable. This 
does not mean, however, that 
the purchasing agent himself 
will not find it highly desirable 
to get out and rub elbows with 
the trade. He cannot get the 
“feel” of the territory through 
reports of the salesmen alone. 
The purchasing agent who stays 
at his desk all the time and does 
not get out among the custom- 
ers is apt to find himself think- 
ing back in “Model T” days 
when streamlines are already 
upon him. 

As a whole, I do not think 
that salesmen lean toward over- 
enthusiasm in recommending 
new lines that ought to be tak- 
en on but rather toward con- 
servatism in this respect. If they 
do have a leaning that calls for 
a word of warning from the pur- 
chasing (continued on page 88) 
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BUYER AND SELLER ADVOCATE 
INDIVIDUAL TOOL PURCHASES 


A representative of Mill Supplies, anxious to 
find out why certain plants encourage their me- 
chanics to purchase their own tools and how salesmen 
went about selling these men, interviewed D. A. 
Rogers, Dayton Rogers Manufacturing Company, 
Minneapolis, and Floyd Anderson, a salesman with 
the Warner Hardware Company. The former tells 
why he encourages individual purchases. Mr. Ander- 
son tells how he sells much individual tool business. 


® The question of whether it is 
advisable for a plant to allow 
salesmen handling a line of 
hand and precision tools to sell 
his products direct to the me- 
chanics employed in the plant 
has long been troublesome, both 
to the plant operator and to the 
distributor’s salesman. The for- 
mer, quite naturally, wants to 
do everything in his power to 
encourage good workmanship, 
yet he is loath to do anything 
which might interfere with the 
routine operation of the plant. 
The latter, on the other hand, is 
primarily interested in getting 
the business and must find ways 
and means of doing it. 
Realizing that many distribu- 
tors’ salesmen are faced with 
the problem of selling tools in 
plants where the management 
allows individual sales to be 
made, a representative of MILL 
SUPPLIES interviewed the op- 
erating head of such a business, 
D. A. Rogers, Dayton Rogers 
Manufacturing Company, Min- 
neapolis, Minnesota. This com- 
pany makes small stampings on 
which very minute tolerances 
are allowed, since they are sold 
to such companies as_ the 
Bausch and Lomb Optical Com- 
pany, Western Union Telegraph 
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D. A. Rogers, Dayton Rogers 
Manufacturing Company, Min- 


neapolis, encourages his em- 
ployees to purchase fine tools. 
He finds that they do much 
better work and are more care- 
ful with their own property. 


Company, Eastman Kodak, 
Radio Corporation of America 
and Victor. Good tools are es- 
sential in work of this charac- 
ter. The management of the 
company not only encourages 
the sale of tools to individual 
mechanics but helps the latter 
to finance their purchase. 

Our representative also inter- 
viewed Floyd Anderson, sales- 
man with the Warner Hardware 
Company, Minneapolis, the man 
who sells the lion’s share of the 


tools purchased in the Dayton 
Rogers plant. 

The reactions of these men, 
one the buyer, the other the 
seller, on the subject should 
prove valuable to any distribu- 
tor’s salesman confronted with 
a similar problem. That of Mr. 
Rogers will be presented first. 


THE BUYER 


“For some time now,” Mr. 
Rogers explained, “it has been 
our policy to not only be respon- 
sible for the payment on tools 
ordered by our men but to con- 
tribute a part of their cost. 

“This policy has paid for it- 
self ten times over. It has been 
responsible for the elimination 
of the too common practice of 
running back and forth between 
benches to borrow tools, thus re- 
sulting in a considerable in- 
crease in the productivity of 
each man. The elimination of 
this borrowing habit has like- 
wise done much for the morale 
of the shop, since there is no 
quicker way to kindle hard feel- 
ings than by failing to return a 
borrowed tool. 

“Our force is divided into two 
classes, press men and tool mak- 
ers. The press men, of course, 
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All tool boxes in the Dayton 
Rogers plant are uniform. Of- 
ficials of the company retain 
keys to these boxes and inspect 
each kit at regular intervals. 


do not need as complete a set of 
tools as do the tool makers, yet 
90% of them own their own 
micrometers and other common 
tools. Each man is expected to 
have a complete set of all tools 
necessary to do his job properly. 
Each has the same kind of tool 
box which is kept locked, the 
man himself and the manage- 
ment being the only possessors 
of keys. The latter retain a key 
for inspection purposes. The 
check covers completeness and 
condition of tools. 

“It is a little difficult to ex- 
plain how we began to inspect 
the tools of our men and to in- 
sist on certain standards in ac- 
curate, complete sets. There 
were no definite rules about the 
matter at first other than a 





Floyd Anderson, salesman for 


the Warner Hardware Com- 
pany, Minneapolis, whose tool 
sales to mechanics exceed in 
volume his industrial business. 
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friendly suggestion that we 
could make arrangements for 
them to buy good tools at a dis- 
count. This idea had been pre- 
sented to us by a distributor’s 
salesman who understood our 
problem. The suggestion met 
with considerable approval, the 
men taking pride in the owner- 
ship of fine tools and in having 
us look them over. In time it 
became an accepted custom for 
us to inspect tool boxes occa- 
sionally. 

“From the first, we have been 
willing to share the cost of fine 
tools with our men but we do 
not believe in giving them away. 
The man who pays for his tools 
is far more careful of them. In 
the event of his leaving our em- 
ploy, we make arrangements to 
take the tools off his hands if he 
does not care to keep them. 

“Many shops pay little atten- 
tion to the personal tools of 
their workmen. Such indiffer- 
ence is certain to result in poor 
work. The man who works with 
a tool every day can not possibly 
notice the very gradual change 
due to wear. The quality of his 
work begins to suffer and he un- 
knowingly accepts second-rate 
work as standard. By making a 
friendly check of tools at regu- 
lar intervals, we are assured 
that each man in our shop is 
measuring his work by accurate 
standards. 

“To further encourage the 
ownership of fine tools, we have 
made it a practice to give each 
man some small tool at Christ- 
mas. A scale would be a typical 
item. The ends of scales quickly 
become rounded from use and a 
man is easily thrown out in his 
measurements. The cost to us 
is not high and we take one 
more step in insuring ourselves 
against sloppy workmanship 
and in building high morale, so 
necessary to profitable operation. 

“You ask if I object to the 
distributor’s salesman indulging 
in ‘back door selling.’ Obviously 
I couldn’t object very strongly 
in view of our interest in our 
men’s equipment but since I am 
as much against ‘back door sell- 
ing’ as usually understood, as 
the next fellow, I must add that 
unless the salesman works 
through the front office his stay 





In making sales of tools to in- 
dividual mechanics, it is often 
possible to obtain permission 
to conduct demonstrations dur- 
ing the regular lunch period. 


at the back door will be short- 
lived. This is particularly neces- 
sary in our case since we pay a 
portion of the cost of tools 
bought and all purchases are 
billed to the company and in 
turn charged to the individual 
mechanic by us.” 


and THE SELLER 


@ On the other side of the fence 

stands the distributor’s sales- 
man who must sell plants with 
policies such as that outlined by 
Mr. Rogers. Realizing that some 
salesman had solved this prob- 
lem successfully and that a 
sure-fire method of ascertaining 
his methods was to watch him 
work, our “inquiring reporter” 
checked with Mr. Rogers to find 
out how to contact the man. His 
running interview with Mr. An- 
derson followed—‘“running” be- 
cause it took place while Mr. 
Anderson was on his way to the 
Dayton Rogers plant and during 
his call there. 

Past the office, through the 
open door into the shop, Mr. 
Anderson struggled with about 
100 pounds of tool samples. It 
was 11:45 in the morning and 
the plant was seething with men 
anxious to complete operations 
before the whistle blew. 

“The best rule in selling tools 
to shop men,” puffed Mr. Ander- 
son, dodging an overhead crane 
hook, “is to have two specialties 
on every call. First, a value 
leader to break the ice and sec- 
ond, some new or improved tool 
which will provide a good demon- 
stration. (Continued on page 86) 
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® Oftentimes distributors’ sales- 

men fail to note the inroads 
being made by competition on 
certain lines until they have lost 
a considerable amount of busi- 
ness. 

The purchasing agent fre- 
quently divides his patronage 
among several firms, not evenly, 
but with a view to getting the 
best values for his company. 

Possibly he has been buying 
hack saw blades mainly from 
firm A. The salesman from firm 
B now enters the picture with 
a convincing sales talk and dem- 
onstration on his _ particular 
blade and succeeds in convinc- 
ing the buyer that this saw 
blade is somewhat better than 
the one he has been using. 

The buyer continues to greet 
the salesman from firm A with 
all the old cordiality, but he 
places fewer orders for hack 
saw blades with this salesman 
and often the latter will fail to 
realize that this business is 
slipping. 

To remedy this condition, the 
Western Iron Stores Company, 
Milwaukee, uses two record 
cards. One shows the number 
of purchases of major items 
made by a customer each month. 
The other shows volume of sales, 
and may be used as a second 
check. 

Before calling on a customer, 





SALES RECORDS HELP 
DETECT COMPETITION 


Salesmen for the Western Iron 
Stores Company, Milwaukee, by 
checking the buying “history” 
of customers before each call are 
prepared to concentrate on items 
which are falling off in orders. 


Cus 


YEAR 

HACKSAW BLADES 
HALLOWELL EQ. 

HOISTS & PARTS 

HOSE 

JACOBS CHUCKS & PARTS 
LEATHER BELT 

MACIT SCREWS 

MAGIC CHUCKS & COLLARS 
OSBORN BRUSHES 
STRAND FLEX SHAFTS 
SUMET OR BISON 

TAPS & DIES 

TOOL HOLDERS 

VISES 





SALES REPORTS 





lan Feb Mar May June 


July 


Avg Sept 


Total 



























































This card is used to show the volume of sales each month to each cus- 


tomer. 


record just previous to a call. 


It provides a second means of checking a customer’s buying 
The name of the company and other 


pertinent information are carried on the reverse side of this form. 





A record card of this type en- 
ables the salesman to trace accu- 
rately the month by month pur- 
chases of specific items by each 
individual customer. If orders on 
any item are not holding up, he 
immediately investigates, and if 
he finds that competition is get- 
ting in its work, he concentrates 
on this item until it comes back. 


the salesman examines the card 
showing his orders on these va- 
rious lines. It tells him what 
items he should emphasize on 
this call, for the reason that 
stocks should be getting low. 
Again, the card record may sug- 
gest that some competitor is 
making headway on that par- 
ticular item. Possibly the sales- 
man has drifted into a rut and: 
taken for granted the custom- 
er’s acceptance of this item. In 
that event the record system 
will warn him to save this busi- 
ness by doing a real selling job. 
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Swords Extends Unusual New 
Year’s Greeting 


® The Swords Company, Rock- 


ford, Illinois, said “Happy 
New Year” to its customers 
through a unique folder consist- 
ing of four pages and cover. 

The front cover carried a 
greeting, an appropriate design 
showing “1935” worked in with 
an hour glass, and a picture of 
the company’s building. On the 
inside front and back covers are 
shown in an informal way the 
names of many of the com- 
pany’s leading suppliers, repro- 
ductions of the manufacturers’ 
letter-head styles being made. 
On the first inside page ap- 
pears the following greeting: 

“Happy New Year! and may 
that time-honored greeting and 
good wish convey to you our ap- 
preciation of your many favors, 
our pleasure at having been 
able to serve you, our hope that 
1935 and the years to come may 
see the fostering of still friend- 
lier relations between us.  In- 
side the second section of this 
folder we list the names of 
those whose skill and training 
along special engineering lines 
make up the breadth and capa- 
bility of ‘Swords’ Service.’ And 
on the covers of this folder we 
present the names of many of 
the companies whose products 
we handle. It is our hope that 
you will give to both of these 
sections a moment’s thought 
and attention. It will give you 
a clearer, better picture of the 
facilities of our organization— 
a more definite realization of 
the completeness of our service. 
Happy New Year!” 

Then on the “inside spread” 
are given the names of offi- 
cers of the company and of 
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Mailing piece recently sent out by the R. C. Duncan Company, Minne- 
apolis. The sheet, folded three ways, carries the address on the reverse 
side and is sealed with a small sticker, thus serving as its own envelope. 


executives and salesmen in the 
company’s divisions and _ sub- 
sidiaries, together with office 
addresses and telephone num- 
bers and lists of general lines 
handled. A _ picture of the 
building of the Rockford Power 


Machinery Company, is shown 
on the following page. 

The Swords Company has en- 
joyed a fine response on this 
presentation of its personnel and 
service story against the back- 
ground of the lines it carries. 
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Selling the Industrial Buyer 
Osborn Paint and Varnish Brushes 


One of a series of informative articles to help 
‘brush conscious” salesmen in the further de- 
velopment of the industrial brush market. 


TEP BY STEP, detail by 

detail, the OSBORN 
BRUSH-SELLING PLAN 
is built up to enable “brush- 
conscious” salesmen to substi- 
tute for hit-or-miss fumbling 
a definite sales-procedure 
which reaps repeat orders and 
expands sales. 


ELSES 


“TOTAL BULKS TO A 
SURPRISING FIGURE” 





The ultimate goal is to enable 
“brush-conscious” salesmen to 
go after...and get... 100% 
of each customer’s brush re- 
total which 
often bulks to a surprising 


quirements — a 


figure. 


It is only the widespread 
habit among factories of split- 
ting their orders here and 
there, on a peddle-and-price 
basis, which conceals from the 
salesman who is not “brush- 
conscious” the attractiveness 


of brush business. 


av. 


Article Number 5 


Factory buyers soon learn to 
appreciate the service which 
a “brush-conscious”’ 
renders. 


salesman 





“THE SIMILARITY IS ALL 
ON THE SURFACE” 
Haggling and_ shopping- 
around give way as “brush- 
conscious” salesmen prove to 
them that similarity in the ex- 
ternal appearance of competi- 
tive brushes fails utterly to in- 
dicate equal capacity in serv- 
ice or equal endurance under 





Every mill and factory is alive with sales- 
opportunities for alert, “brush-conscious” 


salesmen. 


JHE OS80RN MANUFACTURING COMPANY 


5401 Hamilton Ave. Cleveland, Ohio 
Sales Offices 
New York - Detroit - Chicago - San Francisco 


working conditions. Repeat 
orders are stimulated when, 
from the shop, come enthusi- 
astic comments on the supe- 
rior quality of the brushes be- 
ing furnished. 


On the page opposite you 
will find a condensed analysis 
of the sales-arguments for a 
single Osborn line... 
PAINT AND VARNISH 
BRUSHES. 





“SALES-AMMUNITION” 


To “brush-conscious”  sales- 
men Osborn furnishes not 
only a catalog unique in its 
completeness but also a con- 
tinual supply of informative 
sales-material, similar to the 
material on the page opposite 
but presented in even more 
detailed form. This type of 
assistance enables the “brush- 
conscious” salesman to meet 
any brush inquiry with im- 
pressively specific and mem- 
orable sales-making facts. 


No wonder that brush-sales 
mount when the OSBORN 
BRUSH-SELLING PLAN 


is in operation! 
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Cross-sectional view of an 
Osborn No. 435 Wall Brush. 
Illustration is less than the 
actual size of the brush. 


Although other types of 
Osborn Paint and Varnish 
Brushes vary in size and de- 
sign, the basic construction 
features are identical. 











OSBORN 








Handles are carefully designed, 
shaped and smoothly finished 
to assure accurate balance and 
ease of handling. 


Only high grade, hardwood 
lumber, rigidly inspected to 
assure freedom from defects, 
is used in the handles. 











The hiandle and brush part are 
securely fastened in the fer- 
rule. This contributes greatly 
to the strength and durability 
that distinguish Osborn Paint 
and Varnish Brushes. 














The bristle in quality-built 
Osborn Paint and Varnish 
Brushes is imbedded in pure 
rubber of heavy consistency. 
The Osborn vulcanizing pro- 
cess requires from six to seven 
hours. Low temperature heat 
is used to protect the natural 
oil in the bristle, thereby pro- 
longing the life of the brush. 








The exceptionally smooth, 
glossy appearance and resili- 
ency of the bristle in Osborn 
Paint and Varnish Brushes is 
made possible by the Osborn 
vulcanizing process. 











Osborn Paint and Varnish Brushes 
contain only the exact amount of short 
bristle needed to shape the brush to a 
natural taper. (No brush is cheap- 
ened by an excess of short bristles.) 
They contain no dyed bristle, horse- 
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hair, tampico, “rifling,” or other adul- 


terants. (“Rifling” is waste bristle 
picked up from the floor and often con- 
tains horsehair, tampico, wool, etc.) 
The makers of Osborn Brushes have 
a long-established and _ well-demon- 


PAINT 
BRUSHES 








A hardwood plug is used in all 
Osborn Wall Brushes and in 
the larger sizes of Osborn 
Varnish Brushes. 

The plug is essential to the 
proper shaping of the bristle 
in the brush and also forms 
a reservoir for the vehicle as 
indicated in the cross-sectional 
view. 














Note the “reservoir’’ formed 
in the bristle by the plug. 














Expert brush makers turn the 
natural bend of the bristle 
toward the center of the brush, 
thereby securing the correct 
shape that distinguishes 
Osborn Paint and Varnish 
Brushes as fine tools. 








strated policy of producing only high 
quality merchandise. A paint or var- 
nish brush bearing the familiar Osborn 
trademark represents honest value and 
A-1 performance. The line is uncon- 
ditionally guaranteed. 
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Advance card used by the Federal Pipe and Supply Company, Fresno, 


California. 


Printed on the reverse side of a regular postcard, this 


method of announcing the visits of salesmen has been found unusually 
successful in saving orders which might go elsewhere before the call. 


Sales Promotion Plans 
Announced 

@ A survey made during Janu- 

ary among some 35 mill sup- 
ply houses reveals a growing 
interest in all forms of sales 
promotion. Plans for building 
business during 1935 encompass 
a wide range of activities but, of 
course, have a common purpose. 

Of the 35, 21 plan to put in 
more intensive work with manu- 
facturers’ representatives. In 
this connection it is worthy of 
note that many distributors 
were generous in their praise 
of manufacturers for the in- 
terest they are taking in this 
form of education and business 
building. 

Twenty of the 35 houses are 
planning to use regular sales 
letters or mailing pieces. Two 
samples of this individualized 
form of promotion are displayed 
here. 

Six houses are planning to 
hold industrial shows and four 
contemplate issuing new cata- 
logs. From other sources it 
has recently been revealed that 
many new catalogs are already 
in the making and will be ready 
to issue shortly. 

It is apparent that the forced 
inactivity in sales promotion of 
the last few years is giving 
way to a_ renewed interest. 
This is encouraging since it is 
absolutely necessary to keep 
your company’s name_ con- 
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promotion of sales by mail. Two 
of these pieces recently used 
were printed in black and red 
on white stock, with the color 
used sparingly to point out the 
sales points of one particular 
product. 

In the first, stress was put 
on the wide range of products 
handled by this company. Its 
message was simple, starting 
like this: “Just to remind you 
of the prompt, reliable service 
that is available right here in 
your own Valley we list some 
reminders of the lines for which 
we are wholesale distributors.” 
Underneath are listed the vari- 
ous lines grouped under head- 
ings such as shop tools, shop 
supplies, steel products, pipe, 


An interesting window display used by the Lindquist Hardware Com- 


pany, Bridgeport, Connecticut. 


Note the unusual attractiveness 


achieved by the use of many items, properly arranged and well lighted. 


tinually before your custom- 
ers. Salesmen are the principal 
means of accomplishing this, 
but their efforts must be sup- 
plemented by promotion devices 
if maximum results are wanted. 


Federal Uses Mailing Pieces 
and Advance Cards 


® Attractively arranged and 

well - written mailing pieces 
have proved of value to the 
Federal Pipe and Supply Com- 
pany, Fresno, California, in the 


fittings and valves 
sheets. 

The second stresses the im- 
portance of buying branded ma- 
terial and lists the names of the 
principal manufacturers repre- 
sented. 

This company has also found 
successful the use of advance 
cards, a sample of which is 
shown on the upper left hand 
corner of the page. Besides re- 
minding the buyer of the call it 
suggests possible orders on lines 
handled by the company. 


and steel 
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HE SAFETY EQUIPMENT SERVICE COMPAN 


1228 St. Clair Avenue, Cleveland, O 


well W. Nutt, President 
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SELES Ge 
ACCIDENT-PREVENTION EQUIPMENT 
hes 


XECUTIVES are acting more 
and more upon the wisdom of 
accident-prevention. Skilled men, 
trained men, experienced men, must 
be kept on the job. Their eyes and 
faces, hands, bodies, legs and feet 
must be protected. Your market is 
here to stay—and grow. 


You must have a line you can back 
and sell against all comers. You 
can put all you've got behind the 
Safety Service line. It is well known 
to your trade through steady na- 
tional advertising ; it accounts scien- 
tifically for each safety need; it 
leads in the field in “firsts”; it gives 
you turn-over, volume and profit. 


And the Safety Service line is com- 
plete. 


centrate your requirements with one 


That enables you to con- 


VOLUME- 


MARGIN - FUTURE 


20-year-old, responsible source of 
supply—to be a big customer of one 
manufacturer. You can more force- 
fully and successfully push one 
complete, reliable line. You save 
detail, time, bookkeeping, expense. 


We offer you a complete range of 
industrial goggles, especially the 
Drednaut type with the sensational 
new Non-Rubber Headband; suits, 
aprons, gloves, leggings, spats and 
knee pads of asbestos, leather and 
fire-resisting duck ; safety shoes ; hel- 
mets, hoods, gas masks, respirators ; 
ladder shoes, fuse pullers, first aid 
kits and a complete line of accident- 
prevention equipment. 


We shall be glad to send you our 
complete catalog and full details 
of the Safety Service proposition. 
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CURRENT CODE DEVELOPMENTS 


Sales Problems Under N.R.A.— Manufacturers’ Codes Interpreted — Code 
Authority Activities — Regional Group News — Cost Determination Data — 


Price Filing Information 





Public Hearing on 
Amendments Set 


@ A public hearing has been 

scheduled for February 4 in 
Room 132, Willard Hotel, Wash- 
ington, on proposed amend- 
ments to the code of fair 
competition for the Industrial 
Supplies and Machinery Dis- 
tributors’ Trade. The amend- 
ments to be heard provide for 
a method of price filing and 
procedure for handling trade 
complaints against unfair pric- 
ing practices. The hearing will 
be conducted by Deputy Admin- 
istrator F. A. Hecht. 


Price Hearing Held 


® The first of a series of hear- 

ings on NRA policies, and per- 
haps the most important from 
the distributor’s standpoint was 
held in Washington on January 
9. It covered “Price Fixing,” 
and was much better attended 
than was expected. This hear- 
ing will be followed by others 
dealing with other phases of 
NRA activities. That on la- 
bor is scheduled for January 30. 

The hearing developed some 
indication of what the present 
Recovery Administration is 
thinking about this subject of 
price control. An analysis of 
the talks given by Leon Hender- 
son, director, Research and 
Planning Division, and Sol Ros- 
enblatt, Compliance and En- 
forcement Director, point to a 
distinct opposition of all forms 
of price fixing excepting “open 
price” policies, with publicity 
and in general excepting the 
natural resource industries. 

J. Harvey Williams, president, 
J. H. Williams and Company; 
president American Supply and 
Machinery Manufacturers’ As- 
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sociation; chairman of the 
Institute of Wrench Manufac- 
turers and member of the Code 
Authority of the Drop Forging 
Industry, put up a spirited de- 
fense for price control, his prin- 
cipal argument being that only 
by some such means could the 
tendency toward mergers be 
prevented from driving all inde- 
pendent enterprises from busi- 
ness. He contended that a fun- 
damental change in the spirit of 
the anti-trust laws was needed 
to avoid eventual public regu- 
lation of private industry, but 
lacking this, the administration 
of the NIRA should recognize 
the above need until such time 
as the normal balance between 





J. H. WILLIAMS 


supply and demand has been re- 
stored. 

Mr. Willams pointed out that 
objections might be expected 
from those who had been taught 
that the lowest price to the con- 
sumer is the proper standard of 
public interest. These people, 





J. W. NICHOLSON 


he contended, forget that we 
must earn before we can spend 
and that if earnings to capital 
and labor are not forthcoming, 
it will make no difference what 
the price of the things we buy. 

Mr. Williams, in addition to 
his talk, submitted a brief on 
“The Case For Temporary Re- 
striction of Productive Facilities 
in Industries Already Over- 
Equipped.” 

The opposition expected by 
Mr. Williams materialized. A 
strong advocate of the abolition 
of all price-fixing devices was 
Joseph W. Nicholson, special rep- 
resentative, United States Con- 
ference of Mayors, and purchas- 
ing agent of the City of Mil- 
waukee. Mr. Nicholson pro- 
tested vigorously against the 
standardization of high prices 
quoted to city governments, his 
contention being that the same 
men who jumped their prices to 
him would be the first to pro- 
test against high taxes. 
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PARKER-KALON 


ISSUED 
MONTHLY 
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PARKER-KALON 
CORPORATION 
192 VARICK ST. 
NEW YORK, N.Y. 


Where Men Who Sell Parker-Kalon Products Can Exchange Business-getting Ideas 





OUR PLATFORM 
“NO LECTURES HERE” 





Lincoln expressed the idea back of 
this ROUND TABLE when he spoke 
that piece about “of the people, for 
the people, by the people”. This 
page will appear as long as it can be 
kept on that basis. Lecturing, or 
“bull”, if you want to call it that, 
will be distinctly against the rules. 
Neither will we let in any funny 
stories, at least, not unless they have 
a “point”. Nobody likes bum jokes. 


This page is to be a place where you 
can come every month and swap busi- 
ness-getting ideas with other men who 
sell Parker-Kalon Products. 


If this ROUND TABLE is to be any 
good to you and the 2000 other men 
who are chasing business for Parker- 
Kalon Distributors, you'll have to do 


more than “attend meetings”. Send in 


your ideas ... stories of how you un- * 


earthed an unusual Sclf-tapping Screw 
application ... or a big order... or an 
interesting assembly problem .. . or 
some hint or stunt which other sales- 
men might use to advantage in selling 
Parker-Kalon Products. Just send a 
rough draft and we'll polish it for you. 








MEET THE “FAMILY” 


During the past few years there have 
been some promising additions to the 
famous Parker-Kalon family of pro- 
Judged by their record of 
growth to date they will all turn out 
to be as successful as the “old folks”. 


ducts. 


Just in case you haven’t met all of this 
Parker-Kalon family we'll 
them. 


introduce 
Each one is well worth knowing. 
Type “Z” Hardened Self-tapping Sheet 
Metal Screws: For fastenings to light 
and heavy sheet metal, die castings, 
Bakelite, ete. Type “A” Hardened Sel f- 
tapping Sheet Metal Screws: For fas- 
tenings to sheet metal up to 18 gauge. 


fastening sheet metal to wood. Hard- 
Nails: For making fas- 
tenings to brick, mortar, concrete, etc. 
Cold-forged Wing Nuts and Thumb 
Screws: Made by a new process. 
from imperfections; neater, stronger, 
take a better finish. Hyro Shur-Grip 
File and Solder Iron Handles: They 
screw on and stay on. 


ened Masonry 


Free 


Watch this family grow 


- new profit makers are coming 





Bex Cap 


ny 

















FOUR OUT OF FIVE 
DON’T KNOW IT 





Anyway, four out of five manufacturers 
who use plastic materials such as Bake- 
lite, Durez, Karolith and the others, 
are not taking advantage of the econ- 
omies which Parker-Kalon Type “Z” 
Hardened Self -tapping Screws and 
“U”" Hardened Metallic Drive 
Screws can effect. This year we're going 
after them harder than ever. And, if 
you “follow the lead” you’ll haul in 
some very worthwhile orders. The mar- 
ket is large. It includes products of 
every description, and especially elec- 
trical appliances and apparatus. 

The these offer 
to assemblers of plastic products are 
just as great as to assemblers of metal. 


Type 


advantages Screws 


TWO CONCERNS REPORT 
One says—Self-tapping Screws save us 
about 25% on assemblies formerly 
made with machine screws in tapped 
holes or with rivets. They speed up pro- 
duction, smooth-out assembly troubles 
and reduce repair work”. 


“By eliminating all 
metal inserts we not only saved the cost 


Another writes: 


of inserts which alone are more costly 
than Self-tapping Screws — but we 
speeded-up our molding production 
over 30% and increased our assembly 


production 100%”. 





Type “U” Hardened Metallic Drive Tepe “8” ae . - : 
Screws: For permanent fastenings to — GET THIS AMMUNITION 
iron, brass and aluminum castings, Write for an article written by an 
steel, Bakelite, ete. Hex Head Hard- outside engineer on the advantages 
ened Self-tapping Cap Screws: For fas- | of Self-apping Screws for making fas- 
tenings to sheet metal up to 10 gauge; | tenings to plastics. It will give you 
steel and structural shapes up to 1/,”. ws Net ghar-Grip the ammunition you need to get this 
Hardened Screwnails: For securely en nha a ee new business. 
PARKER-KALON SELLS ONLY THROUGH RECOGNIZED SUPPLY HOUSES! 
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TEN YEARS AGO IN MILL SUPPLIES 





amaeet’ $e 7/2, i 
OR OE rr 
O Xa las = 
Ss +s, 


DELL AND W.E.BUTLER 


SS 


A.C.Buais 


STEPPED IN AS SALES MGR. AND ASST. 


SALES. MGR. RESPECTIVELY, OF THE 
QUEEN CITY SUPPLY COMPANY -- 
CINCINNATI. MR. BUTLER IS NOW 
TREASURER OF QUEEN CITY, WHILE 
MR. BLAISDELL 1S HEAD OF THE 
BLAISDELL-FOLZ EQUIPMENT CO. 
ALSO OF CINCINNATI. 
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F THE FIRST 100 YEARS 
INTHE MILL SUPPLY BUSINESS 
ARE HARDEST, R.B. DUNNING & CO. 
OF BANGOR’ MAINE ARE “IN” 
FOR NICE, EASY SLEDDING FROM 
NOW ON. TEN YEARS AGO THIS 
PUBLICATION ANNOUNCED THE 90% 
BIRTHDAY OF THAT FINE OLD HOUSE 
AS A GENERAL STORE. 





MILLs AND LUPTON WHEN THAT FAMOUS 
CHATTANOOGA HOUSE TOOK LARGER QUARTERS 
AT 1160 MARKET ST. JOHN B. CRIMMINS, 


THEN GEN. SALES MGR., KEPT RIGHT 
ON*MOVING-TO THE PRESIDENCY. 

















J.A.VANN, OF THE YOUNG 


AND VANN SUPPLY CO,, SAVED 
BIRMINGHAM |NDUSTRIAL 
BUYERS A LOT OF TIME, TRAVEL, 
AND EXPENSE - WHEN HE 
STAGED A COMPLETE TWO- 
WEEK EXHIBITION OF THE 
LATEST MACHINE TOOLS. 


QAanvary 192 1925 
WAS “MOVING DAY” FOR 
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The Romanee of Chaves Coated 


Abrasives 
The Color-Stripe Line 


By 
E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 





OME eight years ago, Clover Mfg. Co., at the time the oldest and largest 

manufacturers of Grinding and Lapping Compounds, commenced the manufacture 
of Sandpaper in a small way—rapidly adding to its line Emery Cloth, then Aluminous 
Oxide Cloth for the machine shop. 


This was followed with a few items in Garnet and 
Aluminous Oxide wood-working papers and cloths. 


In these eight years, working against the strongest 
and most stubborn competition, Clover has man- 
aged to acquire 14 per cent of all the Sandpaper 
business of the country, and is doing business with 
the cream of the shelf hardware trade—some record 
I should say! 





Though we already had built up a representative stock of so-called “technical 
goods,”” we were somewhat handicapped for lack of certain important items; so, this 
fall we got busy and added more than 100 new items to our line. 


Today, we have in stock, and are prepared to supply, practically every 
item in the Coated Abrasive line necessary for the Shelf Hardware industry 
—the Industrial trade and the Wood-Working industry. 


Due to superior quality and better prices (which mean real values), we are already 
supplying many of our major industries, and their satisfaction is reflected in a 300 per 
cent growth of our technical-goods department during the past year alone. 


The Mill Supply Jobber is our natural channel to the industrial trade, and we are 
prepared to offer him a proposition which we doubt can be equalled by any other 
source of supply—at least, you owe it to yourself to check up 
on us; for, after all, real values form the backbone of your 
business, too. 


I would consider it a privilege to be allowed to send samples 


and to have one of our travelers call and present our proposition. 








E. B. GALLAHER 


CLOVER MANUFACTURING COMPANY aarti Uni ae eee — 
ou may sen me wi ou ODiigalion, samples o 
NORWALK, CONN., U.S.A. ieecu-Stripe Sandpaper. 


Yellow-Stripe Aluminous Oxide Cloth—for cut 
_ting hard metals. The universal shop abrasive 


. — Orange-Stripe Garnet Paper—for wood-working 
SANDPAPERS - cn BB 








| Orange-Stripe Garnet Cloth. 
| Clover Grease-Mixed Grinding Compound. 
Clover Water-Mixed Valve-Grinding Compound 


METAL-WORKING PAPERS AND CLOTHS 
WOOD-WORKING PAPERS AND CLOTHS 


Name 
CLOVER GRINDING AND LAPPING COMPOUNDS Address 


Character of Business 











Red-Stripe Turkish Emery Cloth—for polishing. 
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KEEPING POSTED 


Newsy facts about industrial distributors 
and their salesmen 





Evans Absorbs Savage 
Industrial Supply 


® The Evans Mill Supply Com- 

pany, Boston, Massachusetts, 
on December 15, absorbed the 
Savage Industrial Supply Com- 
pany, Newtonville, Massachu- 
setts and added Albert J. Savage 
to its sales force, according to in- 
formation received from F. S. 
Evans, treasurer. 


Globe Hardware Enlarges 
Wholesale Business 


@®W. M. Harbison, manager, 

Globe Hardware Company, 
Globe, Arizona, has announced 
the employment of two new 
salesmen, C. A. Baumgartner 
and Ben Blair. These men 


traveling from Globe and Miami 
will make calls in nearby towns 
and mining centers. 

This announcement was cou- 
pled with a statement by Mr. 


Harbison of increased activity 
in the wholesaling and indus- 
trial distribution end of the 
business, effective January 15. 
For the present the company 
will spend most of its efforts on 
wholesale and jobbing lines in 
the heavy hardware category. 

This company was organized 
in 1908. R. E. Hegardt, one of 
the founders, is still president. 
A branch was opened in Miami, 
Arizona, in 1913, with William 
T. Lightle as manager. Mr. 
Lightle still serves in this ca- 
pacity and is secretary of the 
company. 


Pulver Will Celebrate Tenth 
Anniversary 


@® The Pulver Machinists Tool 

Company, Chicago, is issuing 
invitations to its many friends 
for a tenth anniversary observ- 
ance which will be held in the 





Picture taken during a short recess in the welding school conducted 


by Beggs and Company, Wichita Falls, Texas, December 15. 


Sand- 


wiches and coffee served on the spot made it possible to hold interest 


over quite a long period of time. 
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Stanley Sheldon, left, buyer for 
Manning, Maxwell and Moore 
Incorporated, Jersey City, New 
Jersey, lends a serious air to 
this picture despite the jovial- 
ity of O. E. Marthinson of the 
Stanley Electric Tool Com- 
pany. Buyers, after all, have 
their worries. 


company’s home, 27-29 North 
Jefferson Street, Saturday after- 
noon, February 23, commencing 
at 2 o’clock. Entertainment, re- 
freshments and a general good 
time are promised to all who 
attend. 


Meisel Hardware Expands 


® The L. Meisel Hardware and 

Supply Company, Bay City, 
Michigan, is increasing to a 
considerable extent the _ terri- 


tory covered, employing two 
additional salesmen for this 
purpose. 


A new warehouse with a rail- 
road siding has been purchased, 
adding 15,000 square feet to the 
available floor space for the 
storage of heavy items. 


New Officers Elected By 
Textile Mill Supply 


® Changes have been made in 

the official family of the Tex- 
tile Mill Supply Company, Char- 
lotte, North Carolina, due to the 
death of P. L. McMahon, former 
treasurer. J. H. Bobbitt has 
been elected treasurer and Al- 
bert K. Glover secretary. 

Officers of the company now 
are: Fred W. Glover, president; 
R. G. Spratt, vice-president; J. 
H. Bobbitt, treasurer and Albert 
K. Glover, secretary. 
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WE CAN'T 
PARADE THE LINE, 


BUT... 


Wise distributors recognize a singular advantage in handling HEWITT. Becauseof HEWITT’S 76 years ex- 


ee 
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perience in the production of industrial rubber goods, the line is completely developed without extra- 
neous items that mean money tied up in inventory. The regular HEWITT line includes a thoroughly 


complete list of hose, belting, packing and molded goods, with various structural features to surpass 





service requirements. Technical men are always available to help on any special applications. Write 


R for more information about HEWITT profit possibilities. 


“THERE’S NO SPSSTItVTsS FOR SKILL’ 


- THE POLICY THAT GOVERNS OUR PRODUCTION 





- RUBBER © 
A a sCORPORATIO, N 

- BUFFALO | “NEW YORE. ge 
HOSE CONVEYOR AND TRANSMISSION BELTS PACKING 
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New “Hollow-Back” 


Yes-— 


and all that any 
other Shovel offers 


This remarkable steel was first developed to 
meet the gruelling service that Ingersoll Til- 
lage Steels are compelled to stand in strong 
soil. Already it has become standard equip- 
ment with most of America’s leading imple- 
ment manufacturers on Disc Plows and other 
Tillage Tools. 


Now you can obtain shovels made with TEM- 
CROSS Steel, which offers these advantages: 


—is rolled to give an interlocking mesh- 
grain structure. 
—is light in weight. 
-holds its cutting edge unusually well. 
—outwears ordinary steel—often two to one. 


Remember, no shovel is better than the steel 
that goes into it. The Ingersoll Shovel Fran- 
chise becomes increasingly valuable. Write 
for further information. 


The Ingersoll New Type Hollow 

Back Shovel with rolled shoulder 

offers these advantages: 
Strengthens blade where most 
needed—slender graceful socket de- 
sign of great strength — light 
weight—round or square point— 
black or polished finishes (the 
Alloy, A and B grades, heat- 
treated). Priced same as regular 
grades of hollow back shovels. 


Address Dept. MS 


INGERSOLL 


STEEL & DISC CO. 


Division of Borg-Warner Corporation 


“A BORG-WARNER NEW CASTLE INDIANA 


PRODUCT” Makers of Ingersoll Shovels .. . “The Independent Line” 
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Smith President Richmond 
Chamber of Commerce 


@ Although unable to be at the 

meeting which elected him 
unanimously, Alvin M. Smith, 
president, Smith-Courtney Com- 
pany and secretary-treasurer of 
the Southern Supply and Ma- 


ALVIN M. SMITH 


chinery Distributors’ Associa- 
tion, has been chosen president 
of the Richmond, Virginia, 
Chamber of Commerce. This 
new duty, added to numerous 
others, should help to keep Ai- 
vin’s time fairly well occupied. 


McPherson Joins Lewis 
Supply Force 


@ Neil McPherson has joined 

the organization of The 
Charles C. Lewis Company, 
Springfield, Massachusetts. He 
will specialize in the sale of 
pipe, valves and fittings. Mr. 
McPherson was formerly with 
the Crane Company and the 
Walworth Company. 


New Sales Manager for Stand- 
ard Automotive Supply 


@ A. E. Waechter, formerly as- 

sistant sales manager of the 
Van Dorn Electric Tool Com- 
pany, has been appointed sales 
manager of the Standard Auto- 
motive Supply Company, Incor- 
porated, Washington, D. C. 

This company is planning to 
hold an industrial exhibit and 
clinic some time during the 
month of March. 


MILL SUPPLIES 
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. \ FOR THOSE WHO WANT PIPE IN 


\\ LONG LENGTHS 


I HERE are times 
when pipe in long 
lengths is a boon 
—when industrial 
heating, plumbing 
and power lines are 
being built or re- 


must be made, when piling for the support of heavy work floors must 
reach a considerable depth. Republic’s patented dAlectric 
makes pipe that is ideally suited for this class of wo 

It is available in lengths up to fifty feet without any\mid-weld and in 
sizes 2%” O.D. to 16” O.D. It is straight, round and\pf unifdgm size 
and wall thickness. It differs from lap weld pipe in that itis madé from 
ith 
high corrosion-resisting qualities) formed cold to a perfect kound, ayd 
then welded by electrical resistance without the addition o{ foreig 


eld process 






flat-rolled steel (or Toncan Iron where conditions dictate pipe 


metal. The resulting weld is as strong as the wall of the pipe. \ 
Republic Electric Weld Pipe has established a fine record in the oe 

troleum industry where conditions of service nine times out of ten\are 

far more severe than in other industries. There’s a place in every plant 


where its unusual qualities will make it more economical and where 


you can sell it without competition. Detailed information on request. 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES ““SRe ” YOUNGSTOWN, OHIO 
FEBRUARY 1935 


es 
XUM 


S REPUBLIC 





<foncs 


copper ™ 
MO-LYB-DEN-UM 


T Xela 



















e Something New and Better 
in “V” Belting... 








In recent years industrial users have been looking 
for a V-Belt that is adjustable to length — that 
can be made endless on the job without lacing, 
splicing or fasteners. 
















We have succeeded in producing a belt which 
ideally meets these requirements. At the same time, 
it is exceptionally strong and smooth-running, and 
offers greater efficiency and longer life than the 
average moulded V-Belt on the market. 


VEELOS V-BELTS are made of rubber impreg- 
nated fabric segments assembled at the factory and 
shipped in rolls, which in a few minutes can be 
converted into numerable endless belts of any 
desired length. 


They are exceptionally adaptable for large speed 
reductions. Side bulging, internal friction and fa- 
tigue are eliminated due to the special construction. 


Showing principle of as- 
sembly from individual 
links. 























Links overlap. 
Construction is 
simple ... as 
sembly quick, 
The only rub- 
ber detachable 
link belt on 
the market. 3 
to 5 links 
thick. In successful 
operation in England 
for six years. 


U. 8. Patent 
1382888 












VEELOS V-BELTS are highly profitable for distributors. 
Without the use of any special tools, any length required 
ean be easily and quickly made endless from the several 
sizes carried in stock. ... Smaller stocks required. . . . 
Quicker turnover. . . 





. Investigate! 


MANHEIM MFG. & BELTING CO. 


MANHEIM, PA. 








350 Broadway 
New York City 


407 S. Dearborn St. 
Chicago, IIL. 










Manufacturers of Famous 
VEELOS BALATA BELTING 


that is Guaranteed to Satisfy 








F. J. Newman, right, and W. E. 
Phelps, of the Pacific States 


Rubber Company, Portland, 
Oregon. Mr. Newman is the 
owner and Mr. Pheips operates 
the belting department. This 
company was organized in 
1913, specializes in the sale of 
hose, packing and kindred lines 
and manufactures quality leath- 
er belting. 


Another Company Warns of 
Impostor 


@ In order to protect other 

companies from similar du- 
plicity, W. Power, manager, mill 
supply department, The Mur- 
ray Company, Dallas, Texas, is- 
sues the following warning 
through MILL SUPPLIES: 

“We have received word from 
several manufacturers that a 
person introducing himself as 
‘Mr. Stevens’, claims to be in the 
employ of The Murray Com- 
pany, Dallas, Texas, and by such 
representation tries to gain un- 
warranted accommodations. 

“The Murray Company does 
not have in its employ at this 
time anyone by the name of 
Stevens.” 


New Salesmen Put on by 


Buford Brothers 


® Brown’ Buford,  vice-presi- 

dent, Buford Brothers, Incor- 
porated, Nashville, Tennessee, 
announces the addition to his 
company’s sales staff of Sam 
Wheat, territory salesman, and 
E. Feyder, demonstration sales- 
man. Buford Brothers will em- 
ploy regular sales letters, an 
industrial show and more work 
with manufacturers’ represen- 
tatives to stimulate sales during 
1935 and will put “more push 
behind the salesmen,” to employ 
Mr. Buford’s words. A _ few 
minor changes are planned in 
the display room. 


MILL SUPPLIES 














| .... ALWAYS 
| PROFITABLE 
1) for DISTRIBUTORS 


For more than 75 years Wood's Power Transmission Equipment 
has been a major and highly profitable line for Distributors. 



















Unsurpassed standards of quality—constant development of new 
products to meet all probable requirements—and a competent 
engineering service covering the field of power transmission 
equipment—have enabled our Distributors to develop con- 
sistently profitable accounts with the better class of power 
users in practically all industrial centers throughout this and 
other countries. 


Now we offer a new service. Standard sheaves for V-Belt Drives 
ranging from } hp. to 100 hp. can be shipped from stock within 
- 24 hours after receipt of order. Special drives of any size or 
f capacity are made to order and shipped in surprisingly short 
time. 








A Wood's Distributor can always meet the most exacting re- 
quirements for both quality and delivery. 


-  7.B. WOOD’S SONS CO. 








ig 
CHAMBERSBURG, PA. 

re 30 Church St., 387-391 Atlantic Ave., 

is New York, N. Y. Boston, Mass. 
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A 
LIFETIME 


HAND 
TRUCK 





Here's something new, 
something different in Hand 
Trucks. Just note these out- 
standing features and we think 
you will agree that Fairbanks 
No. 9000 Patented Hand 


Trucks should last a lifetime. 


Patented 


1. Continuous well seasoned wooden frame for flexibility and 
strength; will not buckle or bend out of shape. 


2. Formed steel legs and braces, for increased strength and stiff- 
ness. 


3. Steel straps on both front and back of frame, providing 
extra strength, rigidity and durability. 


4. Channel-shaped pressed steel cross bars set flush into top of 
wooden frame and rigidly bolted, eliminating mortising of 
handles. 


Frame tapered to provide better balance and ease of handling. 
6. Wide flat steel combination lower cross bar and wheel guard. 


7. Separate electrically welded nose iron over the handle 
straps; easily replaced. 


8. Semi-steel wheels, accurately bored for roller bearings. Can 


also be furnished rubber tired. 


9. Oversize axles of high carbon steel add materially to the 
strength of truck. 


Additional features and illustrations of trucks for practically 
every requirement shown in our new catalog. Write for a 
copy. 


THE FAIRBANKS COMPANY 


Manufacturers of Hand Trucks, Wheelbarrows and Valves 


19 East 4th St., New York, N. Y. 
BOSTON, PITTSBURGH— Distributors in Principal Cities 


FAIRBANKS ouatrorm trucks 


and Rubber Tired Wheels 








Ray Coby, salesman with the 
Manufacturers Supply Com- 
pany, Grand Rapids, Michigan, 
specializes on abrasives and 
grinding wheels. 


Trumbull Adds Salesman 


® The Trumbull Manufacturing 

Company, Warren, Ohio, has 
recently added one man to its 
sales organization to take care of 
increased volume in its supply 
department. This division of the 
business has grown steadily 
during the last few years until 
it is the major activity of the 
company. 


Webb Represents Universal 
Valve in Central Ohio 


® Universal Valve and Fittings 

Company, Incorporated, Cleve- 
land, Ohio, announces the ap- 
point of H. R. Webb as its 
representative in the central 
part of Ohio, as far north as 
Ashland, west to Bellefontaine, 
south to Columbus and east to 
Coshocton. 


Anderson Made President of 
Chattanooga Belting 


® John Anderson, who was 

formerly connected with the 
Hamilton National Bank of Chat- 
tanooga and secretary of the 
Chattanooga Belting and Supply 
Company, has been elected presi- 
dent of the latter organization. 

James Hallas, who for many 
years represented Johns-Man- 
ville, has joined the Chattanooga 
Belting and Supply Company in 
a sales capacity. 


MILL SUPPLIES 
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THE REPUBLIC 


9-POINT POLICY 
va 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 


trade solicited. 
* 


A quality of product uniformly 
good and capable o° delivering 
service results that should reason- 


ably be expected. 


% 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


-M 


Freedom from competition 
from his source of supply, 
either direct or indirect, 
among the trade covered by 
his day to day solicitation. 


- 


Selling helps of reasonable 
amounts so that his sales force 
may be given the advantage of 
specialized training and a knowl- 
edge of the product sold. 






ong Expshience 


WITH DISTRIBUTORS’ PROBLEMS 


anne” 


UST AS EXPERIENCE is vitally essential 

for putting the highest quality into manu- 
factured products, so is it equally essential for 
the proper conduct of progressive factory- 
distributor relationships. 


Republic understands exactly what distribu- 
tors are up against because this organization 
has studied their problems for a great many 
years. Our files abound with successful solu- 
tions of such problems from a hundred angles. 
There is no phase of distributors’ operations 
with which we are not intimately familiar. 


Let us discuss mechanical rubber products 
with you and explain concretely how this ex- 
perience will greatly enlarge your opportuni- 
ties. 


RUBBER CO. 


MECHANICAL RUBBER PRODUCTS 
FOR EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 


LEADERSHIP IN POLICY. PRODUCT AND PERFORMANCE 


FEBRUARY 1935 
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The new catalog “ 


” now being distributed by the A. J. Glesener Co. of San Francisco, is 


the third Donne Abs compiled catalog issued in the last nine years by this progressive firm. 


200% 


M ORE than five times as many supply distributors 
are having Donnelleys compile new catalogs at this time 
than a year ago. 


@ During the last five months more distributors have ordered new 
Donnelley catalogs than in all of 1932 and 1933 combined. A 
decided majority were repeat orders. 


@ With selling activity increasing, can you afford to let buyers 


judge your house—and your goods—by your present catalog? 


@ Full information about the Donnelley service is yours for the 


asking. No obligation. 


WRITI 
R. R. DONNELLEY & SONS CO. 


3530 EAST TWENTY-SECOND STREET + CHICAGO 
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A serious quartet from the 
Chattanooga Belting and Sup- 
ply Company: R. W. Bailey, 
salesman; E. W. Doss, pur- 


chasing agent; Bob Borin, 
sales manager, and Joe Pierce, 
shipping clerk. 


Rossman Salesmen Do 
Outstanding Job 


® A complete installation of 

Taylor temperature regula- 
tors at the plant of the North- 
west Distilleries was recently 
sold by, George P. Rossman and 
Roy Duncan, salesmen for the 
Rossman Industrial Supply Com- 
pany, Seattle, Washington, an 
outstanding engineering and 
sales job. 

This company is also organiz- 
ing a drive for industrial paint 
business, having employed a spe- 
cialty salesman who will spend 
his efforts in educating indus- 
trials on paint applications. 


Sales Meetings Found 
Effective 


® Regular Wednesday _ sales 

meetings at which manufact- 
urers’ representatives are in- 
vited to present the sales points 
on their lines have been bringing 
very satisfactory results for 
George A. Myers and Company, 
Incorporated, Paterson, New 
Jersey. 

This company has employed 
one new salesman in the steel 
and iron department. His is a 
strictly specialized job on iron 
and steel products. 


Interstate to Bring Out 
New Catalog 
® The Interstate Machinery and 
Supply Company, Omaha, Ne- 
braska, is planning on bringing 
out a new 400-page catalog in 
June, as a sales stimulator. 


MILL SUPPLIES 
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OFFER AN 


UNUSUAL PROFIT OPPORTUNITY. 
FOR MILL SUPPLY HOUSES! 


@ Today, as never before, executives are 
analyzing and studying power transmis- 
sion problems because of savings that 
can be effected through the elimination 
of power wastes. In literally thousands 
of plants, old-fashioned power transmis- 
sion equipment is being replaced by 
modern V-Belt Drives. 

This condition creates a real money- 
making opportunity for Mill Supply Houses 
handling Dayton V-Belts and Drives for 
two reasons. 

First, Dayton V-Belts and Drives are 
now used as original equipment by hun- 
dreds of manufacturers making a wide 
variety of machines and equipment. This 
means that every user of the hundreds 
of thousands of machines made by these 
concerns is a real prospect for Dayton 
V-Belts and Drives. 

Second, it is only natural that the plants 
using these belts and drives as original 
equipment also prefer and use them on 
their own production machinery. 

Thus Mill Supply Houses selling Day- 
ton V-Belts and Drives have an estab- 


FEBRUARY 1935 


lished market for these 
products. A market 
that has been thor- 
oughly covered by 
more than six years of 
continuous advertis- 
ing in the leading 
trade publications 
reaching all lines of 
industry. 
Dayton offers Mill Supply Houses the 
following complete line of V-Belts and 
Drives: 


1. Dayton Cog-Belt Drives, including 
pulleys, up to 1000 h.p. 


. Dayton Cog-Belts with Day-Steel Pul- 
leys for drives up to 714-h.p. Made 
with 1 to 6 grooves. From 30% to 
50% lower in price. 


3. Standardized Fractional Horse Powe: 
Drives for any fractional horse power, 
any speed ratio, and any center 
distance. 

4. Dayton V-Flat Drives in a complete 
range of sizes up to 300 horsepower 


and more. 


But why not get all the facts? Write us 
for complete information. 


THE DAYTON RUBBER MFG. COMPANY, DAYTON, OHIO 


The World’s Largest Manufacturer of V-Belts— Manufacturers 
also of Dayton Fan Belts, Dayton Red Tube Radiator 
Hose and the famous Dayton Thorobred ‘Tires and Tubes 


auton 
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‘Lear fh os Hack Noe Plad DY 


¢ 


‘Question No. 7— 


Are the blades packed in attractive 
strong and well marked packages 
which make it easy for your customers 
to reorder correctly and your stock 
men to fill orders without guesswork ? 


The Barnes Distributor 
Answers YES’ Because — 


Barnes hack saw blades are packed in strong attractive 
boxes that look neat in your stock and make a good appear- 
ance on delivery to your customer. 

The boxes are labeled on both ends in large letters and 
figures showing the specifications of the contents. 

Each dozen blades is wrapped individually and shows the 
blade specifications. 

This means order clerks can fill orders for even broken 
packages without error. 

The customer can reorder blades correctly from the labels. 
That prevents errors, credits and dissatisfied customers. 

Barnes metal cutting band saws are packed | dozen or 
more to a carton. Each blade is tagged, showing the blade 


specifications and every saw is stamped with the manu- 
facturer’s name. 








This illustration indicates how attrac- 
tively Barnes Hack Saw Blades are 
packed and how clearly 
each package is 

marked. 


*T his is the seventh in 
a series of questions 
and answers on hack 
saw distribution. 


CBRE, 


W. O. BARNES CO. INC. 


1297 Terminal Ave. Detroit, Mich. 
and Leading Jobbers Everywhere 
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Perhaps no better evidence 
that business is better in Chat- 
tanooga than this picture of a 
James Supply truck riding the 
wheels. . Not so good for the 
truck but awfully encouraging 
te the balance sheet. 


W. M. Pattison Rearranges 
Show Room Displays 


@ “Pete” Boylan, genial sales 

manager of The W. M. Patti- 
son Supply Company, Cleveland, 
advises that his company has 
rearranged its show room to pro- 
vide more space for display of 
“Delta” tools. Ted Vaughan is 
in charge of sales on this line 
and is enthusiastic for the fu- 
ture. During the year 1935, the 
Pattison company is planning 
more work with manufacturers’ 
representatives and will conduct 
regular sales meetings and an 
aggressive promotioral cam- 
paign. It will go in for “Se- 
lected selling—100 percent,” ac- 
cording to “Pete.” 


Tull Adds Two Salesmen 


® The J. M. Tull Metal and Sup- 

ply Company, Atlanta, Geor- 
gia, has recently added two men 
to its sales organization, accord- 
ing to information received from 


| J. M. Tull, president. 


Johnston Company Adds 
New Salesmen 


®@ The William T. Johnston 

Company, Cincinnati, has 
added two new men to its sales 
force. The Johnston Company 
will issue a new catalog this 
year, and, as further sales 
building aids, is planning to do 
more work with manufacturers’ 
representatives and to issue 
regular sales letters. 


MILL SUPPLIES 

















BOLTS AND NUTS IN ALL 
STANDARD AND SPECIAL 
SHAPES, SIZES, ALLOYS AND FINISHES 
e STANDARD AND SPECIAL RIVETS OF 
ALL KINDS e TURNBUCKLES e WIRE 


ROPE CLIPS e AUTOMOTIVE AND RAIL- 
ROAD SPECIAL ITEMS e HEADED AND 
THREADED PRODUCTS FOR EVERY USE 
e YOUR SPECIALTIES 
ARE OUR SPECIALTY 


Yay 


ttt 
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ALLOY STEEL BOLTS END SPRING BOLTS SPECIAL BOLTS LAG SCREWS 
BATTERY BOLTS EYE BOLTS STAINLESS STEEL BOLTS AXLE NUTS 
BLANK BOLTS FANCY HEAD BOLTS STEP BOLTS JAM NUTS 
BOLT ENDS HOOK BOLTS STOVE BOLTS STAINLESS STEEL NUTS 
CARRIAGE BOLTS J-BOLTS STUD BOLTS WING NUTS 
CULTIVATOR BOLTS LOOM BOLTS TIRE BOLTS TURNBUCKLES 
EAGLE CARRIAGE BOLTS MACHINE BOLTS U-BOLTS WASHERS 
ELEVATOR BOLTS PLOW BOLTS WHIFFLETREE BOLTS WIRE ROPE CLIPS 
SPRING SHACKLE BOLTS LARGE AND SMALL RIVETS STAINLESS STEEL RIVETS 


HOT GALVANIZED AND CADMIUM PLATED BOLTS, NUTS AND RIVETS 
HOT PRESSED, COLD PRESSED AND SEMI-FINISHED NUTS AND WASHERS 


eee a 
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New tools in our line bring new customers .. . 
and Reliable tools bring lasting satisfaction 
to users and profit and prestige to dealers. 
Brown & Sharpe Mfg. Co., Providence, R. I. 


BROWN & SHARPE 


TOOLS 


“World’s Standard of Accuracy” 


AN 











A. G. Raddatz, vice-president 
and C. Vanderweir, Lake Shore 
Corporation, Muskegon, Michi- 
gan, left and right, respective- 
ly, helped our photographer to 
induce R. B. Emens, Fairbanks- 
Morse salesman, to join them. 
Reports from this company in- 
dicate greatly improved 1934 
business with a better outlook 
for next year. 


Leighton Presents Whistle 
to New Packing Plant 


\®@ With the wish that “Your 


business will enable you to 
pull the lever every working day 
for many years to come,” the 
Leighton Supply Company, Fort 
Dodge, Iowa, presented a six- 
inch Frisbee patent single bell 
quartet chime whistle to execu- 
tives of the Tobin Packing Com- 
pany, on the occasion of the lat- 
ter’s announcement that a new 
packing plant would be opened 
in Fort Dodge shortly after the 
first of the year. 

The new plant, which will be 
housed in a $400,000 building, is 
expected to employ from 1,000 
to 1,500 people. The plant will 
be one of the most modern and 
efficient of its type in the middle 
west. 


Heiston Expects 
Improvement 


@ W. H. Heiston, W. H. Heiston 

and Son, Martinsburg, West 
Virginia, is enthusiastic about 
the sales job done this year by 
his sales force. However, he 
states, if business improves as 
much in 1935 as it did in 1934, 
his organization will have to be 
increased. He is looking for- 
ward to this increase, based on 
the belief that there will be con- 
siderably more building during 
the coming year. 


MILL SUPPLIES 














THESE SUGGESTIONS PAVE THE WAY 
FOR DODGE DISTRIBUTOR SALESMEN 


SS ef AND THAT IS 
THESE CONCERNS Ca aity ONE OF MANY 
WAVE FOUND PROFIT OAL TANT FEATURES 


IN MODERNIZATION OF THIS MODERN 
plano ds ng FRICTION CLUTCH 


A xf ' 





Advertisements like the one shown here will appear in leading general industrial publications as well as several 
specialized papers covering single industries. The cost cutting suggestions offered through these advertisements to 
industrial executives immediately suggest aggressive sales effort on the part of distributor salesmen to convert interest 


into orders. 

Dodge distributors can capitalize on the active interest of industrial executives in cost cutting suggestions to the 
fullest extent. The Dodge line is complete which means undivided responsibility. Dodge engineering service 
insures the selection of “The Right Drive for Every Job.” 


FIVE DODGE LEADERS 
FOR 1935 


MODERN GROUP Industry is recognizing the efficiency and 
DRIVE economy of this modern method of Power 
rransmission. Dodge distributors can offer a complete instal- 


BALL AND ROLLER A complete line of ball and roller bear- 
BEARINGS ings for power transmission service. 
Industry is demanding anti-friction roadbeds for power. 





lation backed by one responsibility. Parts made together work 
best together. 


DIAMOND “D” Safe—Powerful—Dependable. A modern 
FRICTION CLUTCH clutch to meet present day production 
demands. Thousands of old type friction clutches will be re- 
placed this year. Here is a real profit opportunity. 


“D-V" DRIVES Short center drives are in demand for both in- 
dividual and group drives. The "D-V" Drive has been found 
efficient and dependable in thousands of installations. 

“L-D’ SHEAVES Cast iron, precision Sheaves can now be offered 
at a price comparable with that asked for Sheaves of other 
materials. Greater value for the buyers’ dollar. 


WITHIN THIS SPREAD—BETWEEN THE POWER AND THE WORK 


1S ASOURCE OF PROFIT FORTHE DODGE DISTRIBUTOR 
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and the plan 


_—~" that makes them 


easier to sell— 


Belmont Packings are easier to sell—be- 
cause of the Belmont quality and a def- 
inite, practical, common sense sales plan 
which backs up the distributor. 


The quality of Belmont Packings has never 
been questioned. They perform — con- 
stantly and faithfully—under all conditions 
—they are made by the most up-to-the- 


minute scientific processes and of the finest materials. 


And supporting distributors’ sales efforts is the Belmont Sales Plan and its 
The three chief elements are: 


effectiveness. 


1. The Belmont Catalog with its comprehensive service recom- 
mendations that tell you what packing to sell for each job. 


2. The Belmont Sample Kit—containing samples of all major types 


to enable you to demonstrate the Belmont quality. 


3. Belmont advertising—consistently, month in, month out, in lead- 


ing industrial magazines. 


If you are not already a Belmont Distributor, write to us for complete details 


of the Belmont Plan. 


“There is a Belmont 


Packing for 


Every Service” 


THE BELMONT PACKING & RUBBER CO. 


PHILADEPHIA, PA., U. S. A. 


BUTLER & SEPVIVA STREETS 






















A little late but better than 
never—these gentlemen were 
active in the recent industrial 
show held by Buford Brothers 
in Nashville. Left to right: 
W. M. Virgin, Page Belting 
Company; Bob Borin, Chatta- 
nooga Belting and Supply Com- 
pany, and C. R. Shook, Jr., 
Manhattan Rubber Division. 


Reil Hardware Speeds Service 


® The Reil Hardware and Mill 

Supply Company, Springfield, 
Massachusetts, has speeded up 
its service to customers through 
the purchase of new office 
equipment and a new truck. 

The sales force has recently 
been increased by one and a 
still further addition is contem- 
plated during 1935. 


Kiefaber Company to Repre- 
sent Skinner Chuck 


® The W. H. Kiefaber Company 

of Dayton, Ohio has been ap- 
pointed exclusive distributor for 
Skinner Chuck Company of New 
Britain, Connecticut, in the 
Ohio territory. 


Evansville Supply Plans 
Sales Letters 


®@ As part of its sales building 

program in 1935, the Evans- 
ville Supply Company, Evans- 
ville, Indiana, will issue regular 
sales letters, according to C. F. 
Schlamp, sales manager. An- 
other “line of attack” will be 
through more work with manu- 
facturers’ representatives. 


MILL SUPPLIES 

















SWIVEL HEAD SWI 
HEAD SWIVEL HE 
L HEAD SWIVEL 


THE BOLT CLIPPER 
‘‘TAKES A BOW” 


It bends its head in acknowledgment of immediate and 
enthusiastic recognition of its newly acquired accom- 
plishment. 


“ITS HEAD WILL BEND 


to the job—cutting straight on, at a slant or at a right 
angle on either side, with full power in any position. 


_ a 


e ~ Ae pa 

HAS WRIST ACTION ... 

so that it can reach under and around obstructions, over the edge of beams 
or framework, into corners, flat against floor, wall, or ceiling and it does 
cut. The Porter Swivel Head Cutter is made in 3 sizes—No. 0, No. 1, and 
No. 2—with capacities up to 14 inch bolts in the thread and 34 inch round 
rods. Write for descriptive circular giving various models of bolt clippers, 
nut splitters, and chain cutters. 


THE PORTER SWIVEL HEAD BOLT CLIPPER 


is not an experiment and, in every way, except the swivel feature, is exactly 
the same as the standard Porter tool which has been giving satisfaction for 
more than fifty years—the original combination of lever and toggle joint 
with its amazing power multiplication. Standard Porter jaws and cutter- 
heads are fully interchangeable with the New Swivel Head Tool. 


Every tool rated well within its capacity—every tool individually tested 
—every part interchangeable—every tool fully adjustable. Attractive 
stuffers available to easily enable you to pass this important news along 
to your customers. 


Sold through leading jobbers and supply houses everywhere. 


HIN K. PORTER, INC. 


The Bolt Clipper People i Vv S e E T T , oy A | § @ Established 50 Years 
Wy 





Chrome-Mo-lulb-den- 


To customers who inquire into technical principles of 
making hollow screws, our Distributors’ salesmen may 


properly stress these points: — 


Exactly a quarter-century of USE has established Allen 
COLD-DRAWING Process as the method of making a 
structurally sound Hollow Screw. Cold-drawing the sockets 
of hollow screws avoids bending or spreading the fibres of 
the metal — whereas bending, spreading or stretching the 
fibres weakens the structure of the steel by breaking the 
cohesion of the fibre bundle. 

Allen COLD-DRAWING packs the fibres of steel more 
closely together; increases cohesion and density of the metal; 
actually compresses more strength into a given diameter of 
screw. Supporting the theory, engineers know that Allen 
COLD-DRAWING has worked — 25 years. Millions of exam- 
ples of the product function dependably in machines. There 
you recognize the PRACTICAL. 


Consistently and completely Jobber-distributed. 


THE ALLEN MEG. COMPANY 


FARTrorn, Conn. U.$.A. 





A select foursome from Ban- 
ister and Geyer, Incorporated, 
Newark, New Jersey. Left to 
right: E. L. Eska, W. A. Ban- 
ister, L. Parker and C. Geyer. 


New Show Room To Be 
Installed 


® The San Antonio Machine and 
Supply Company, San Antonio, 
Texas, will install a show room 
for plumbing fixtures and enamel 
ware at its Corpus Christi 
branch. This branch will carry 
a complete line of plumbing fix- 
tures in addition to its machinery 
and industrial supply lines. 


Active Year Planned by 
Flack Pennell 
@ Among the sales promotional 
activities planned for 1935 
by the Flack Pennell Company, 
Incorporated, Saginaw, Michi- 
gan, are the issuance of a new 
catalog, the use of regular sales 
letters, an industrial show and 
increased work with manufac- 
turers’ representatives. 


Reichle Supply Enjoys 
Christmas Party 

® The Reichle Supply Company, 

Saginaw, Michigan, enjoyed 
its first Christmas party on De- 
cember 24. But it won’t be the 
last one, as it was thoroughly 
enjoyed not only by the em- 
ployees but by all the directors, 
who all actively participated in 
the celebration with the ex- 
ception of Frank McKinley, 
who was ill at the time. The 
party was arranged by the office 
ladies. The directors took this 
occasion to present a little 
Christmas check to all present. 
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}t Pays— to SELL THE MEDART LINE 
of POWER TRANSMISSION 
and SPECIAL EQUIPMENT 


The Line is Complete! This enables you to take 
advantage of the economies of buying everything 


hew— from one reliable source. 


REFERENCE Designed and Built to cut power transmission 


CATALOGS 
FOR YOU 


costs —to economically meet all service demands 
of every operating condition. 


You Get Service! Therefore you can give your 
customers service. This means more satisfied cus- 
tomers, more business, more profit. 


| ' You Get Sales Assistance! Medart helps you 
make sales with the assistance of a thoroughly 
qualified Engineering and Sales Organization... 
Consult Medart Engineers. 





You Get the Advantages of Medart’s Distrib- 
utor Policy... Write for details. 


Medart-Timken Self- Aligning 
Pillow Block... Medart-Timken 
Flange Bearings, Balland Sock- 
et Hanger Bearings and Unit 
Mountings also available. 











Get the NEW Medart Reference Cat- 
alogs— containing Engineering Data, 
Prices and Discounts for quick esti- 
mating and Helpful Information for 
everyday use. Ask for 56G, “Gears” 
— 56V, “’V-Belt Drives’’ — 56T, “’Gen- Medart Pulleys—Steel and 


eral Power Transmission Equipment’’. Iron, also Wood— Furnish- 
ed in all standard types. 
Sizes up to 16 ft. diameter, 
84 in. face. 





Medart Gears can be 
furnished ina complete 
range of sizes and types 
— cast iron, machine 
\ 

yy molded and cut—spur, 
miter and bevel. 


THE MEDART COMPANY, General Offices and Works: 3514 DeKalb St., St. Louis, Mo. 


Engineering Sales Offices: Cincinnati, Cleveland, New York, Philadelphia, Buffalo, Chicago, Pittsburgh, 
New Orleans, San Francisco, Los Angeles, Dallas, Denver, Charlotte, Birmingham, Milwaukee 





EVERYTHING IN POWER TRANSMISSION & SPECIAL EQUIPMENT 
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‘ou Can Sell Lenox Blades 
With Satisfaction and Profit 


The now famous LENOX HIGH SPEED BLADES meet in- 
dustry’s highest standards for toughness, performance and uni- 
formity. More and more users are learning that they are the best 


at any price. 


HIGH SPEED 
HACK SAW BLADES 


AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS., U.S. A. 
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“" COFFING 


BALL BEARING @ SPUR GEAR e GRAVITY 


,++1+11 HOIST 


A REVOLUTIONARY IMPROVEMENT 
IN HOIST DESIGN 


! [iow is a hoist so constructed that the load is 








lowered BY GRAVITATION ... You simply pull 

a rope to release the clutch . . . The load can 

be stopped at any position . .. The lowering speed is 
automatically controlled by a specially designed governor 
. Like other Coffing hoists, it is one man operated. 


Your customers will be interested in these features: high 
speed—free chain—quick adjustment—light weight—hball 
bearings—load chain that will not tangle. 





Distributors 
The record of our dis- This hoist has everything! 
tributors’ sales is con- 
vincing proof that for the Other Coffing Products Include 
alert distributor, Coffing 
hoists—of all types—offer Electric Hoists, Ratchet Hoists, Load Binders, 
most interesting profit ¢4Pacities YY, to 2 ton capacities 4% to 6 ton capacities 2 and 4 ton 


opportunities. 


we vet ec COFFING HOIST CO. 


once. Complete informa- 


tion gladly supplied. 319 E. VAN BUREN ST. DANVILLE, ILL. 
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General Machinery Lauded 
By Worthington 


@® In the December issue of 

“Air Line News,” published 
by the mining and construction 
department of the Worthington 
Pump and Machinery Corpora- 
tion, the fine job done by the 
General Machinery Company, 
Spokane, Washington, on the 
Grand Coulee Dam project, is 
lauded highly. 

“Scattered over many miles 
of country,” reads the item, “It 
is naturally a tremendous task 
to maintain service on equip- 
ment. But with men all along 
the job, large stocks and com- 
plete service facilities, the Gen- 
eral Machinery Company, 
Spokane, Washington, is ideally 
set up to keep their equipment 
on the job in first-class condi- 
tion.” 

The item is illustrated by sev- 
eral pictures of the General 
Machinery organization and 
buildings. 





More Work Planned With 


Manufacturers’ Men 


\@ Another company which will 
do more work with manu- 
facturers’ representatives as a 
sales building activity in 1935 
is the Mill Supplies Corporation, 
Lansing, Michigan, of which 
Carl B. Pfeifer is president. 


| 


Johnston Issues Catalog 


® The William T. Johnston Com- 

| pany, Cincinnati, Ohio, has re- 
cently printed and is distributing 
5000 special catalogs showing 
|small tools, air compressors and 
/small equipment. 

Harry Yanney has been added 
to the sales organization to cover 
the Portsmouth, Ohio, territory. 
Mr. Yanney graduated from 
Miami University in 1933. 


Marine Specialty Adds 
Salesman 


@ A new salesman has been ad- 

ded to the organization of the 
'Marine Specialty and Mill Sup- 
‘ply Company, Incorporated, 
New Orleans distributing house 
headed by Frank Viola. 


MILL SUPPLIES 
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Industrial 
Efficiency 





hen you talk efficiency to your trade begin with lacing 
equipment and emphasize its importance in maintain- 
ing to-day’s highly competitive standards of production. 
Tell the plant operator how much longer belts will run 
when laced with Clipper hooks. Tell him they will cost 
him 15% less than any other hook made in America, despite 
their superior quality. 


Tell him how quickly a modern high speed Clipper lacer 
will re-lace his belts and how small its cost compared with 





the time and labor it will actually save. 


You'll find Clipper Lacing Equipment easy to sell—once you 
demonstrate how quickly it will pull down production costs. 


| CLIPPER BELT LACER COMPANY 


GRAND RAPIDS MICHIGAN 





facing Equipment 
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® They cut accurately 

® More cutting mileage per 
blade 

®@ Cost less to use 

@ A fair margin of profit 

® Sold through distributors 


@@@@ @ 5 Good Selling Facts 


E. C. ATKINS AND COMPANY 


420 S. Illinois St., Indianapolis, Indiana 


Saa Francisco, Calif. 


BRANCHES: 
Atlanta, Ga. New York, N. Y. 
Chicago, Ml. New Orleans, La 
Memphis, Tenn. Klamath Falls, Ore. 
48 


‘The Blade 
with the 
Blue End’’ 


Three elements in the success 
of the Muskegon Hardware and 
Supply Company, Muskegon, 
Michigan: L. L. Cooper, sales- 
man; N. J. Workman, vice- 
president, and M. J. Workman, 
secretary. 


Hagerty Adds Sales Engineer 
to Staff 


® Hagerty Brothers Company, 
Peoria, Illinois, announces the 
appointment of A. V. Maxwell 
as special sales engineer, con- 
centrating his work exclusively 
on Republic rubber goods. A 
new catalog will be issued dur- 
ing 1935, two sales letters will 
be mailed each month and the 
company will work with manu- 
facturers’ representatives on an 
increased scale. As announced 
in the January issue of MILL 
SUPPLIES, Hagerty Brothers 
will stage an industrial show in 
the Pere Marquette Hotel, Pe- 
oria, February 14, 15 and 16. 


Kirkby Employs Specialist 
to Sell Welding 

@® The Kirkby Machinery and 

Supply Company, Toledo, 
Ohio, through President James 
A. Kirkby, announces the addi- 
tion to its sales staff of F. A. 
Boxwell, who will specialize on 
gas and electric welding equip- 
ment. Incidentally, Mr. Kirkby 
is getting a great kick out of 
a three months’ old grandson 
these days. 


Takes On Alexander 
Brothers Line 


® The Northern Indiana Supply 
Company, Kokomo, Indiana, is 
now a distributor for Alexander 
Brothers, Incorporated, Phila- 
delphia, manufacturers of leath- 
er belting, leather packing, tex- 
tile leathers and kindred lines. 


MILL SUPPLIES 








Veading Trade Publications 
Pave Your Way 


Factual Permite advertising is appear- 
ng every month in the publications 
your customers read. Every advertise- 
ment develops new prospects for 
you, helps to open the wide Alumi- 
num Paint market in your territory. 


Each of them is a strong 
selling weapon for the jobber who 
is out to build a sound paint busi- 
ness, beyond the reach of price 
competition. 


Your salesmen are armed = with 
facts instead of claims, if you’re 
a Permite jobber. They can offer 
your customers 50° greater 
coverage, better hiding power, 
brilliance and protection — that 
lasts far beyond the life of ordi- 
nary finishes. A_ paint that’s 


. 


iG PERMITE “ 


Ur: these big words yourself! 


always ready to use, without waste 
of time or materials—that costs 
less “by the foot” and by the year. 


Brushed, dipped or sprayed on 
any surface, Permite offers a 
superior finish for every plant or 
product use. You can sell it to 
your largest and your smallest 
consumer—always at a profit to 
yourself, Look at your big alu- 
minum paint market—then write 
or wire today for full particulars 
on the attractive Permite franchise. 


Made In Two Types: Non-Corrosive, and Heat-Resisting to 1000° F. 


ALUMINUM INDUSTRIES, INC., cincinnati, OHIO 


PERMITE 


“PAINT 
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will give longer — 


m UT 


..-This is a helpful hint, how to make wire rope 
last longer. Subsequent Wickwire Spencer ad- 
vertisements in this publication will give other 
dollar saving information. Tell us about your 






Know 
your Ropes 
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rope problem and we will give you the answer. 





The fleet angle, that is, the 
angle formed by lines drawn 
from the main sheave to both 
right and left rims of the 
hoisting drum should never be 
more than 3 degrees. If there 
is a greater angle 
needless side wear 
of the rope always 
occurs. This is true 
of both grooved and 





condition when found may 


corrected by increasing the 
distance between the main 
sheave and the drum. Dia- 
grams, showing the proper 
location of the main sheave, 


WireRope 


smooth drums. The y Wiclwire Spencer 








ed 


will gladly be | 
sent to you upon request. 
* 


WICKWIRE SPENCER STEEL 
COMPANY, New York 
City; Buffalo, Chicago, 
Worcester; Pacific Coast 
Headquarters: San 
Francisco; Warehouses: 
Portland, Los Angeles, 
Seattle. Export Sales 
Dept., New York City. 








NG 


BOTH...STANDARD LAY AND WISSCOLAY PREFORMED. 
Wickwire Spencer manufactures all sizes and types of Wire Rope in stand- 
ard lays and preformed. Wisscolay preformed wire rope will often solve a 
wire rope application difficulty. Ask our engineers where and when it should 


be used. Send for a free WIRE ROPE BOOK. It will prove of great value. 
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J. L. Lane, left, Greenfield Tap 
and Die representative, is seen 
with a group from Maddock 
and Company, Philadelphia. 
Left to right: Mr. Lane, W. 
F. Hoffman, Ed Glaser, Ernest 
Hummel and Charles Pearson. 





A. J. Glesener Brings Out 
Third Catalog in Nine Years 








@ A new catalog has just re- 

cently been delivered to the 
A. J. Glesener Company, San 
Francisco, by the R. R. Don- 
nelley and Sons Company, Chi- 
cago—the third catalog to be 
brought out by Glesener in a 
nine-year period. 

This new book, known as Ca- 


cloth, stamped with yellow and 
black ink. It contains colored 
inserts featuring Cleveland 
twist drills, Armstrong Broth- 
ers tools, Lufkin tools and tapes 
and Chisholm-Moore hoists, and 





turing Ames shovels. 
The Donnelley Company re- 


mill distributors in placing or- 
ders for new catalogs continues. 
A number of orders were re- 
ceived during January, with 
prospects bright for the coming 
months, according to this ca- 
talog publisher. 


New Jersey Engineering Adds 
Disston Line 

® The line of saws, files and 

kindred items manufactured 
by Henry Disston and Sons, 
Incorporated, Philadelphia, has 
been taken on in the Passaic, 
New Jersey, territory by the New 
Jersey Engineering and Supply 
Company of that city. 
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talog “C’”, contains 340 pages. | 
It is bound in an attractive blue | 


a black and white insert fea- | 


ports that the activity among | 








NATIONAL 


— Dynamic Action — 
CUTTING TOOLS 
2 


MILLING CUTTERS in GANGS 
a 
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OFTEN WE CAN REDUCE TIME AND 
COSTS BY COMBINING SEVERAL 
MILLING OPERATIONS INTO ONE. 


—SEND US YOUR SPECIFICATIONS— 


A Complete Line of 


TWIST DRILLS, REAMERS, HOBS, MILLING CUTTERS, 
SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL CO. 


DETROIT, U.S. A. 
Tap and Die Division 
WINTER BROS. CO., WRENTHAM, MASS. 




















Yale Spur-Geared 
Chain Hoist 











The 
New Deal 
is lifting industry 
out of the doldrums 


and distributors 
can lift their sales 
curves by putting 
sales effort 


behind YALE Chain Hoists — 


the choice 
of the world’s 
leading industries 





wo 




















THE YALE & TOWNE \ 
MANUFACTURING CO. 


PHILADELPHIA DIVISION, 
PHILADELPHIA, PA., U.S.A. 


Makers of Yale Hand Chain Hoists, 
Electric Hoists, Trolleys, Hand 
Lift Trucks and Skid Platforms. 








J. M. Jegglin, Machine Tool 
and Supply Company, Tulsa, 
Oklahoma, right, with Bert 
Smith of the Texas Company, 
Refining Division. This pic- 
ture was taken inthe Seminole, 
Oklahoma, oil field. 





Beebe Joins Northern 
Machinery 

® Harold E. Beebe has been 

added to the sales force of the 
Northern Machinery and Supply 
Company, Minneapolis, Minne- 
sota, and will handle materials 
handling equipment exclusively 
for the company. Mr. Beebe 
was formerly with the Standard 
Conveyor Company for many 
years, and also with the Chain 
Belt Company. 


Reichle Takes Territory for 
Dilworth 
@ H. C. Reichle is now covering 
eastern Mississippi for the 
J. E. Dilworth Company, 
Memphis, Tennessee. This ter- 
ritory was formerly traveled by 
Porter Barton. 
The Dilworth Company has 
been appointed contractor dis- 


| tributor of Johns-Manville in- 


sulation. 


Motter Employs Specialty 
Salesman 
® (©. E. Hockenbracht, formerly 
with George C. Ruby, has re- 
cently joined the sales force of 
the George F. Motter’s Sons 
Supply Company, York, Penn- 
sylvania. He has been assigned 


| to specialty sales work. 


In addition this company has 
made one addition to its store 
selling force. 
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FLECTRIC TOOLS 


EXCELLENCE OF PRODUCT 


@ It’s good business to handle only the best lines that are obtainable. . . . Good 


for your customers, good for you and good for the manufacturers. Good for the 





manufacturers because a premium on quality encourages invention and creative- 


ness and fosters progress within an industry. 


As far back as 1893, THOR Engineers recognized performance as paramount, 
and their Sales Department solicited industrial business on this basis. The 
world’s largest plants have endorsed this engineering policy by again and again 
purchasing THOR products. 


Today, after 41 years, our distributors are still aggressively selling THOR tools 


to manufacturing plants on the single basis of their mechanical excellence. 


INDEPENDENT PNEUMATIC TOOL CO. 


G00 WEST JACKSON BOULEVARD 


| NEW YORK CHICAGO SAN FRANCISCO 
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FIELD FOR PROFIT 





A straight side wheel 
should be radiused 
and relieved, 
saucer type 
Typical wheels recom- 
mended: ABRASIVE 
CO's. ‘“‘Electrolon’’, 
vitrified grain 30, 
grade K; CARBO- 


grain 30, grade N; 
NORTON’S ‘‘Crysto- 
lon", vitrified grain 
30, grade K. 


eee WHO'D HAVE DREAMED IT! 


Grinding a perfect, new finish on hard or soft printing ink-rollers—with one 
cut and without water—sounds like a fairy tale. But it’s being donk 
worth while savings—with Dumore No. 5B and No. 7X Grinders. 








at very 


The Cleveland Shoppers News paid for a Dumore No. 7X out of savings made in a test 
run refinishing 90 hard and soft rubber rollers—each 6 inches in diameter and over 5 
feet long. The Philadelphia Evening Bulletin reports: “Just completed a three months 
run of rubber roll grinding with one of your No. 7’s and it’s apparently as good as 
ever.”” The Western Printing & Lithographing Company, the largest printing establish- 
ment in Wisconsin, saved hundreds of dollars last year over former roll-finishing costs 
with a Dumore No. 5B. 


THE MARKET IS BIG..SO ARE THE PROFITS 


These testimonials are evidence enough that a new market for Dumore Grinders has 
been uncovered ... a market well worth while going after. Practically every book, 
magazine or newspaper publisher and every large size printer, can be shown how to 
make big savings on roller refinishing. That means there are literally thousands of 
red hot prospects for Dumore No. 5B and No. 7X Grinders . . . hundreds of them right 
in your territory. 


Both these tools, because of the large unit of sale and proportionately larger profit, can 
quickly boost your earnings ... with a minimum of effort. Dumore will do its part 
to help. Mail the coupon with a list of prospects in your territory if you wish this 


cooperation. 


MAIL THIS COUPON 


The Dumore Co., Dept. 165-B, 
Racine, Wis. 


I am attaching a list of 





“rubber roll 


UMORE 








grinding’ prospects in my territory 
Name Title 
GRINDE RS Company 
City . State 
: 
. . 
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Taylor Employs Specialty 
Salesman 


® William H. Taylor and Com- 


pany, Incorporated, Allen- 
town, Pennsylvania, has em- 
ployed a new salesman who will 
specialize on the water system 
campaign just started. He will 
follow dealers and utility com- 
panies throughout 1935. This 
company is a distributor for 
Goulds pumps. 

The outlook for 1935, accord- 
ing to G. F. R. Bahnson, vice- 
president, is for a much better 
year than 1934. Plans for any 
further enlargement of the or- 
ganization are being held in 
abeyance, however, pending a 
confirmation of this outlook. 


New Salesman and Line 


for Hollis 


@ Gus R. Young has been em- 

ployed by Hollis and Com- 
pany, Little Rock, Arkansas, to 
cover northern Louisiana, east 
Texas and southeastern Arkan- 
sas territory. 

This company has taken on 
the distribution of the line of 
small woodworking tools manu- 
factured by the Delta Manufac- 
'turing Company, Milwaukee. 





Frick-Reid to Distribute 
| Medart Line 


@ The Medart Company, St. 
| Louis, has announced that 
|Frick-Reid Supply Company of 
|Pittsburgh, Pennsylvania, has 
|been appointed distributor for 
ithe Medart line of transmission 
‘equipment in the Pittsburgh 
| area. 


Lincoln Distributor Sees 
Better Year 


\@ “Things are going to be 
| better in 1935,” says J. S. 
‘Tupper, president of the Ne- 
|braska Machinery and Supply 
Company, Lincoln, Nebraska. 
“We can sure stand improve- 
ment after our dry season of 
1934.” This company will stage 
'an industrial exhibit in connec- 
tion with the Nebraska Well 
| Drillers Convention in Lincoln, 
| February 7 and 8, according to 


'Mr. Tupper. 


| 
| 
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Improved 


These better tools, dis- 
tinguished by the Arm- 
and-Hammer Trade 
Mark, are now Cad- 
mium Plated, 





MORE SALEABLE and more profit- 


able to dealers for: 


1. Each is an improved tool—improved 
in design and accurately made of quality 
materials. Each is a balanced tool, a 
handier tool that makes work easier and 
faster, that gives satisfaction and builds 


repeat business. 


2. They comprise the most complete line 


of pipe tools made. Complete in types 


> 


and sizes, this line needs no “fill-ins.” 


3. ARMSTRONG BROS. 


are continuously advertised. 


Pipe Tools 


1. They command their full price and 
carry a full profit. 
5. Thev bear the 
mark known everywhere as a guarantee of 


Arm-and-Hammer, the 
highest quality. 


In ten years this Line became 
outstanding in its field. It is more 
than a saying that, “You'll never 
get stuck on an 


ARMSTRONG line.” 


Write for 
Catalog B-35 


ARMSTRONG BROS. TOOL 

“The Tool Holder People” 

305 N. Francisco Ave., CHICAGO, U.S.A. 
New York Sales Office: 199 Lafayette St. 


CO. 


7 
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PIPE TOOLS 3% 






td No. 1 (Stand- 

: ard), No. 1-A 
(Ratchet) and No. 
2 (Geared) Reced- 
ing Threaders and 
Chasers. 


=- 


NEW 
Drop Forged Steel 
Pipe Cutters, can be 
used with 1 or 3 
cutter wheels. 





Sherman Smith, manager of the 
mill supply department and 
secretary of Jere Woodring 
and Company, Hazleton, Penn- 




























sll sylvania. He has managed the 
substantial, easily operated tool that department specializing _in 


| 
' 

} 

Ratchet Pipe RKeamer—a | 
simplifies pipe reaming. | 
| 


sales to mines and industries 
for fifteen years. 


| Kansas City Rubber Adds 


New Lines 


\@ The Kansas City Rubber and 
| Belting Company has become 
‘distributor for the complete line 
/manufactured by the L. H. 
Gilmer Company, Philadelphia, 
|serving as a factory branch for 
‘this company and carrying 
. |around 5,000 belts in stock. The 
line includes Kable Kord belting, 
‘endless and roll belting, multiple 
|v-belts, fractional horsepower 
refrigerator, and washing ma- 
chine belts. 

The company has also taken 
jon the Browning line of pulleys 
‘in the multiple groove, fractional 
| horsepower, and flat types. 
| It represents the B. F. Good- 

rich Rubber Company footwear 
division, on industrial type boots 
and shoes. 


Janney-Semple-Hill to | 
Represent Disston 


|@ Janney-Semple-Hill & Com- 
pany, Minneapolis, has been 


[appointed distributor for the 
‘industrial products manufac- 
tured by Henry Disston and 
Sons, Incorporated, Philadel- 


phia, and will offer service from 

| stock to the industrials of Min- 
nesota and in nearby Wisconsin 
counties. 


MILL SUPPLIES 





















td 


a 











pe LTE on nee 


XUM 


In 


Maintenance 
Wor k nen 











OTHER ALLOYS 
(COMBINED) 





THE GREATER MARKET 


with.... 


JOHNSON UNIVERSAL BRONZE 





Maintenance Departments and 
Machine Builders find Johnson 
General Purpose Bushings save them 
both time and money. Machine 
finished, ready for assembly and cast 


in the same alloy as Johnson 
UNIVERSAL Bronze. 


Write for Bulletin 340. 


A* an engineer—or metallurgist what bronze alloy 

serves the greatest number of applications in the most 
satisfactory way—and he will readily tell you Copper 80—Tin 
10—Lead 10. And Johnson UNIVERSAL Bronze is a true 
and consistent 80-10 and 10. 


This point alone provides a definite sales advantage—but 
we give you more. Johnson UNIVERSAL Bronze Bars 
are completely machined—ID—OD and Ends. This makes 
possible a saving of over 25°; in weight plus the freedom 
from blow holes and undersurface defects. Customer 
satisfaction is assured. 


In addition to Bars, every distributor has the right to sell 
General Purpose Bushings—over 600 sizes—Electric Motor 
Service Bushings and Johnson Lead-Base Babbitt. NOW 
you can give COMPLETE Bronze Bearing Service to all of 


your customers. 


Our Six-Point Policy protects you in every sale—and 
guarantees positive factory-distributor cooperation. Why 
not secure a Johnson Bronze Franchise for your territory? A 
request will bring complete details. 


JOHNSON BRONZE COMPANY 


535 SOUTH MILL STREET NEW CASTLE, PENNA. 
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HOW Bot HELPS YOU MAKE A PROFIT DOLLAR 


QUALITY PRODUCT—Bond Truck Casters are 
honestly made from the right materials to do the 
job. They are correctly designed by practical 
engineers to satisfactorily perform the service for 
which they are recommended. The Bond Line will 
make regular customers out of your prospects, and 
help you build your business. 





2 COMPLETE LINE 
3 CONSUMER ADVERTISING 
4 PROFITABLE MARGIN 





Write for our folder, “How Bond puts 
more Profit Dollars on your Balance Sheet.” 


1523-A Series 
(Patented ) 


TRUCK CASTERS. 
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BOND FOUNDRY & MACHINE COMPANY 


MANHEIM, tanc. co., PENNA. 
N. Y. C. OFFICE: 30 CHURCH ST 


PHILA. OFFICE: 617 ARCH ST. 
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\ HACK SAW 


BLADES 


Supply and 
Ristributors 


YW CLEMSON BROS., INC., 


MIDDLETOWN, N.Y. 
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Answers to Questions on 
Page 10 





1. Q. What will be the result if 
a twist drill is not cleared 
sufficiently behind the cut- 
ting lip? 

A. Drill will require excessive 
feeding pressure to pene- 
trate the work, causing 
considerable strain on the 
machine. Drill will not cut 
freely and, if crowded, may 
break. 


2.Q. How can a tungsten steel 
hack saw blade be distin- 
gushed from one made of 
carbon steel? 

A. Use the emery wheel test. 
A tungsten blade will show 
fine compact dull red 
sparks, while a carbon blade 
will show large bright yel- 
low sparks greatly diffused. 


3.Q. What are the two general 
types of check valves and 
how do they differ? 

A. Lift and swing checks. In 
the lift check the disc 
(which may be a ball) is 
pushed up vertically by the 

flow and must move in 

guides since it is a loose 
piece. The disc in the 

swing check swings on a 

hinge. No guides are nec- 

essary for this type of disc. 


4.Q. For which service should 
gate valves be recom- 
mended ? 

A. For shut-off service where 
the valves are used either 
wide open or closed. The 
straight passage through a 
gate valve permits full flow 
with minimum pressure 
drop. Gate valves should 
not be used where any de- 
gree of throttling is re- 
quired. 





5. Q. What factors must be con- 
sidered in selecting the 
proper size of lineshaft? 

A. Speed of operation; horse- 
| power to be transmitted; 
nature of load, whether 
steady or highly fluctuat- 
ing; how distributed; spac- 
ing of bearings and their re- 
| lation to the loads. 


MILL SUPPLIES 














% 
5 


HE Thermoid mark on mechanical rubber goods is regarded as 
a mark of quality by those who know. And quality to them is 
measured only by performance. 


Are you looking for products designed on a basis of actual field 
experience and built with an intimate knowledge of the job’s 
requirements? Look for the identifying mark of Thermoid. You 
need look no further. Thermoid Rubber Company, Trenton, N. J. 


BELTING *« HOSE *« TUBING *« PACKINGS 
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Does “Good Will” 


Really mean anything? 


Every time a customer of yours phones an order 
or takes your recommendation on a_ product—“Good 
Will” is at work. It is responsible for a big share of 
your business—the most profitable part of it. “Good 
Will” means everything. Its the difference between 
success and failure. 


“Good Will” means just as much to us. If it were 
not for the “Good Will” that attaches to every “Greenfield” 
line—taps, dies, screw plates, twist drills, pipe tools—we 
would not be the world’s largest manufacturers of small 
tools. We might not even be in business. 


The distributor who knows where the real value of 
his business lies, guards his good will with a jealous eye 
—and he strengthens it by handling lines which also 
have good will in their own right. 


These are the kind of distributors with whom 
Greenfield Tap & Die Corporation want to do busi- 
ness, and the “Greenfield” sales policy is designed to 
make “Greenfield” tools permanently profitable to such 
distributors. 


That is why more leading distributors handle 
“Greenfield” threading tools than all other brands com- 
bined. 








New York 


GREENFIELD TAP AND DIE CORPORATION 


Greenfield, Massachusetts 


15 Warren St Chicago: 611 W. Washington Blvd Detroit: 228 Congress St 
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There is no question about the superi- 
ority of these Safety Hooks. The Steel 
Binder Bar is a great idea. If you don’t 
stock these hooks you better get busy. I 
looked into them pretty thoroughly be- 


everywhere—they are climb- 
ing fast. Three sizes instead 
of six keep the stock invest- 
ment down and the turnover 
twice as quick. Little 
more profit, too. 


Remember me to the fam- 





A Letter From a Jobber 
About Safety Belt Hooks 


Dear Jim:— 


Glad to hear that 1935 is starting off well for you. 
happy to report the same conditions here with us. 


By the way, I took on that line of Safety Belt Hooks I wrote 
you about. I sent out an impressive 
letter-circular supplied free by the Safety 
people and the results have been way 
beyond expectations. 


acting and the story is the same 


Your brother Robert. 





SAFETY BELT-LACER CO. 
FACTORIES BLDG. 
rOLEDO, OHIO 
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6. Q. In 





transmitting power, 
when is a bevel gear used 
and when a miter gear? 


A. Bevel gears are used when 


it is desired to transmit 
power at an angle to the 
source and at a higher or 
lower speed than the source 
of supply. Miter gears are 
employed to transmit pow- 
er at right angles to the 
power source and at the 
same speed. 


7.Q.How much heat does a 


gasoline blow torch pro- 
duce? 


A. The hottest part of the 


flame has a temperature of 
about 2100° Fahrenheit, 
which is sufficient for braz- 
ing, tempering, annealing 
and soldering. 


8. Q. For what reason is molyb- 


denum added to stainless 
steel? 


A. The addition of a small 


percentage of molybdenum 
to stainless steel has been 
found to increase the corro- 
sion resistance of the alloy, 
particularly where acid 
corrosion is encountered. 
This is especially true in 
the chemical industries, the 
paper and pulp industry 
and the textile field. 


9.Q. What is the difference be- 


tween a double cut file and 
a single cut and on what 
types of files is each used”? 


A.A double cut file has two 


courses of teeth or chisel 
cuts crossing each other, 
one course being finer than 
the other. This cut is used 
on flat, half round, hand, 
square, three square and 
other machine shop files. 
A single cut file has one 
unbroken course of teeth or 
chisel cuts across its sur- 
face, parallel with each 
other, but at an oblique an- 
gle to the length of the file. 
The single cut is used on all 
regular mill saw, taper saw 
and other saw files. 


10. Q. In extinguishing the flame 


of an oxy-acetylene blow- 
pipe, which valve should be 
closed first? 


A. The acetylene valve and 


the oxygen valve at the 
blowpipe handle should be 
extinguished in order. 
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NEW 


TID sew 








KNURLED 


SOCKET HEAD CAP SCREW 


Exhaustive investigations have satisfied 
us that the Knurled “Unbrako” will be- 
come the favorite Socket Head Cap Screw 
with the Die makers, Tool makers and 
Mechanics in general and, therefore, bet- 


ter stock the Knurled “Unbrako”’ now. 


The Knurled “Unbrako” costs no more 
than the old-style smooth-head “Un- 
brako”’ Cap Screw—size for size—and is 
absolutely equal to it in strength, ae- 


curacy and quality. 


When ordering be sure to call it by its 


right name—The Knurled “Unbrako”’. 


Get our “Unbrako” Price List. 





U. S. and Foreign Pats. Pending 


The Knurled ‘‘Unbrako’’ 


Fingers become geared to the knurled head so they 
can’t slip, which makes the knurled ‘‘Unbrako’’ a 
real time and labor saver. 


i 





Order by Name— Old Smooth-Head 
Specify the Knurled “Unbrako” peinag = and pl 


FREE SAMPLES Hard and slow to drive. 











a 
STANDARD PRESSED STEEL CO. @ 
BRANCHES BRANCHES \__ 
an JENKINTOWN, PENNA. BE x oR sco 
DETROIT BOX 4 sT.Lovuis 
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THE TREND OF SUPPLY SALES 
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100 = Average Monthly Sales, 1923-1925 


1933 — Broken Black Line 


1934 — Solid Black Line 


December Sales Indicator takes expected drop 
to 61.0. Orders larger but decrease in number 


® Fewer working days and the tendency to cur- 
tail year-end purchases caused the Sales In- 
dicator for December to do the expected. The 
drop from 63.8 in November to 61.0 in December, 
however, was not quite as drastic as expected 
and was offset to a degree by a rather sizeable 
increase in the size of the average order. 

With insufficient reports again causing the 
omission of figures for the Western States for 
fear of distorting the true picture, the only terri- 
torial group to register a gain was the Middle 


West, where the Indicator shows 60.9 for De- 
cember as compared with 52.4 in November. The 
North Atlantic Indicator drops to 62.9 from 68.1, 
the Southern to 61.7 from 76.2 and the Pacific 
Coast from 68.1 to 54.0. 

The average number of orders received by 35 
reporting houses was 1549, as compared with 
1770 in November and 1716 in October. How- 
ever, the average size of these orders was $14.88 
as against $13.21 in November and $15.85 in 
October. 





Average size of order, all houses 





Average number of orders received per house during month 1549 
Average number of orders received per house each working day......... . 62 
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The shovel is firmly fixed by the blade in the 


testing machine. 


A 250-lb. weight has deflected blade and handle 
71% inches. The spring of the blade has taken up 
this strain, equivalent to the weight of the 
heaviest workman. 












After 5 minutes the weight is removed. The shovel 
springs instantly back into shape, without a crack 
or sign of strain, with only 34-inch permanent de- 


flection at the tip of the handle. 


CLOSED-BACK 


sets new standard for socket strength 





SPs. 


Ae 









Graphically, Wood engineers demonstrate what hap- 
pens to a Wood Closed-Back shovel when it is carelessly 
used as a crowbar. Nothing happens! Wood shovels can 
take it, because they have greater strength in the 
socket, no strap welds to break. 

But photographs cannot show how the same resiliency 
makes shoveling with a Wood Closed-Back easier. Pic- 
tures will not tell you that the steels in Wood shovels 
are harder, tougher to endure the most battering treat- 
ment, to last under the hardest wear. 

And worthy of good materials are the Wood refine- 
ments in design. The Closed-Back permits sturdy one- 
piece construction, a strong, heat-treated shank. and an 


absolutely smooth back. Turned shoulders save shoes 





FEBRUARY 1935 





and shovels. the Tapered Socket gives new balance and 
strength. 

Buyers discover that Wood shovels are really cheaper. 
Grade for grade Wood quality makes Wood shovels 


outlast all others. Address The Wood Shovel and Tool 


Company, Piqua, Ohio, U. S. A. 


OOD'S 


, hovels . spades - scoops 


Moly” (Mo-lvbh-den-um) 
«Rig tee’... Wood... « Stuart Piqua 


In these famous grades .. 








TERRITORIAL SALES INDICATORS 
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NORTH ATLANTIC STATES 
While the Sales Indicator for December in this section was dropping from 
68.1 in November to 62.9 in December, the size of the average order 
jumped from $12.10 to $14.00. Early January sales were about evenly 


divided between better and worse, with a slight chance for a small in- 
crease over December. 


SOUTHERN STATES 
From its lofty position in the seventies, the Southern Indicator tumbles 
to 61.7 in December, lower than the 1933 figure. The size of the average 


order likewise fell off from $15.11 in November to $14.70 in December. 
An increase in January is looked for. 


MIDDLE WESTERN STATES 


The only territorial Indicator to register a gain, the index for the Middle 
West jumps to 60.9 from 52.4 in November. What’s more, the size of the 
average order received was $16.12 as compared with $12.69 during the 
month previous. Only a very slight increase, if any, is expected in 
January. 


WESTERN STATES 
Unfortunately, it is again necessary to omit the Indicator for this group 


of states for fear of presenting a distorted picture. Sales figures from 
this section, however, have been figured into the national total. 


PACIFIC COAST STATES 


Registering its first drop since August, the Indicator for this section falls 
to 54.0 from 68.1 in November. While orders were fewer in number they 
were some larger in size than those of the previous month. January, if 
it holds to the trend established during the first 15 days, will be better. 
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a al the mention of 


more profitable production 


MANUFACTURERS today are all lookin? 


for opportunities to lower production 
costs, and thereby increase their net profits. 





Morse Tools, with their extra lon? life between 
sharpenings, their extra fast cutting ability, 
are an answer to your customers’ present day 
needs. Sell Morse Tools ona basis of economy; 
you will find a surprisingly receptive audience. 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD. MASS..U:S.A. 














— 








, FEBRUARY 1935 65 


 XUM 











DISTRIBUTORS! 


| 


} 
| 
| 


The Universal and Immediate | 


Market for 


DESMOND 














Grinding Wheel Dressers and Cutters 


SIMPLEX 


Vises—wnith the Steel Slide 

















afford you unusual — and 
profitable — sales opportuni- 


ties today 


[xvesticate 
now the exceptional features 
of these two lines, made by 
a manufacturer who has the 


distributor’s interest at heart. 


Ask for our new catalog 
sheets and complete informa- 


tion. 


We sell through distribu- 


tors. 


The 


Desmond-Stephan Mfg. Co. 


URBANA, OHIO 
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SALES POSSIBILITIES 
IN NEW PRODUCTS 








Motors With Electric 
Governor Control 





© TWO new types of electric gover- 

nor controlled motors, recently an- 
nounced, are said to combine the ad- 
vantage of constant speed with the 
light weight and power of series uni- 
versal motors. The two types of 
governors offered are the adjustable 
type, on which the speed can be 
varied while the motor is in operation, 
and the fixed type, which can be ad- 
justed only when the motor is at a 
standstill. There are three sizes each 
of the two types available for con- 
trolling the speed of motors rated 
1/64 to } horsepower over a range of 
approximately 1,000 to 7,500 r.p.m. 
These electric governor controlled 
motors are especially adapted for 
operating the new portable talking 
motion picture projectors, scientific 
instruments, apparatus where quick 
acceleration is required, yet where 
constant speed under varying load is 
necessary. The governor also serves 
to hold the motor speed constant re- 
gardless of minor fluctuation in line 
voltage. Type XAL-1/25 horsepower 
motor with Model CR, 2-inch adjust- 
able type governor is illustrated.— 
The Dumore Company, Racine, Wis- 
consin. MILL SUPPLIES, February, 


1935. 


Milled Tooth File 


©THE NEW Superior brand files 

just introduced have curved teeth 
which have proper rake and clearance 
to insure rapid and easy cutting. 
These files shear the surface of metals 
rather than plow it off. The files 
are made in both rigid and flexible 
types, the flexible files being designed 
for use with special handles on either 
concave or convex surfaces, and come 
in fifteen designs, including the nar- 
row flexible file for use between strips 


of moulding, the square standard cut 
file for use on keyways and the 
Superior half round standard cut file 
with teeth on convex side only.— 
Nicholson File Company, Providence, 
Rhode Island. MILL SUPPLIES, 
February, 1935. 


Surface and Tool Grinder 





® THIS surface and tool grinder is 
furnished in 1-horsepower and 2- 
horsepower sizes and equipped with 
10-inch by 1-inch and 12-inch by 13- 
inch grinding wheels _ respectively. 
The table measures 11 inches by 21 
inches and five turns of the hand- 
wheel adjusts the table 1 inch. The 
hand-wheel spindle is fitted with an 
adjustable dial, graduated by thou- 
sandths. Maximum distance of wheel 
to table is 12 inches. The base meas- 
ures 20 inches by 28 inches. The il- 
lustration shows machine fitted with 
twist drill grinding attachment and 
exhaust blower attachment, which is 
optional. Net weight of unit is 549 
pounds.—The Standard Electrical 
Tool Company, Cincinnati, Ohio. 
MILL SUPPLIES, February, 1935. 


Correction 


®IN this section of the December 

issue, announcement was made of a 
new socket screw manufactured by 
the Holo-Krome Screw Corporation. 
The address of this company was 
given as New Britain, Connecticut. 
The correct address is Bristol, 
Connecticut. 
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Put a Jenkins Regrind-Renew 
Valve in your customers’ hands. 
Encourage them to take it apart 
and see how it is made. Invite 
a critical comparison with any 
other valve. 

Any user who knows this 

type of valve will see that a 
“Jenkins” is designed and con- 
structed the way a Regrinding 
Valve “should be”. In every de- 
tail it is built to give completely 
satisfactory service. ‘he Jen- 
kins Improved Regrind-Renew 
Seat design, which may be re- 
ground more times without any 
damaging effect to the disc, will 
win particular commendation. 
Easily renewable and made of a 
special corrosion and erosion 
resistant alloy,this Jenkins seat 
is rated highly by engineers 
who use Regrinding Valves. 





A COMPLETE LINE 


In the Jenkins line of Regrind- 
ing Valves you have the types, 
patterns and sizes to meet your 
customers’ requirements. It in- 
cludes: Union Bonnet and Bolted 
Bonnet Globe, Angle, Cross 
and Check Valves; Screwed and 


Flanged Ends. 


JENKINS BROS.,, 80 White Street, New York, 
510 Main Street, Bridgeport, Conn ; §24 Atiantic 
Ave., Boston; 133 No, Seventh St., Philadelphia 
822 Washington Boulevard, Chicago; JENKINS 


. BROS., Ltd., Montreal, Canada; London, Eng 
Fig. 950 With Bevel Seat ) ntrea anada ' n ng 


| STANDARD — — MEDIUM — — EXTRA HEAVY PATTERNS 


Jenkins Valves 


i BRONZE — IRON — STEEL SINCE 1864 









) 
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Watch That Climbing Market! 











HEY’RE buying more “cleaning 
tools” now—in constantly in- 
creasing quantities. 


Sell 
CAPITAL 


The records of our distributors 


who are pushing brush and broom 
sales show that. 


If you are not experiencing a defi- 
nite upward trend in CAPITAL 
“Red Cap” sales, you must be losing 


out on a profitable volume of business. 
Check into it right away. 


If you do not handle this popular 
line, write for the facts. 


BRUSHES and 
BROOMS 


Indianapolis Brush and Broom Mfg. Co. 


ESTABLISHED 1890 
126 Brush St., oe Indianapolis, 


There may 
be an opening in your territory. 








Ind. 











A COMPLETE LINE OF 
TAPS & DIES 


Manufactured by skilled craftsmen and 
under modern shop conditions, WINTER 
BROTHERS TAPS AND DIES are winning 


the approval of a host of new users. 


DISTRIBUTORS ARE FINDING WINTER 
BROTHERS TAPS AND DIES PROFIT- 
ABLE TO HANDLE. 


(A catalog of standard sizes and styles for the asking) 


THE WINTER BROTHERS COMPANY 


Dependable Taps and Dies 
WRENTHAM, MASS. 


Division of the National Twist Drill G Too! Co., 
Detroit, Michigan 
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Portable Electric Drill 





©®A NEW one-half inch standard 

duty portable electric drill, known as 
Type OB-5, has just been announced. 
It is light in weight and compact, and 
the manufacturer claims for it power, 
proper speed and durability. It is 
powered by a universal motor for 
direct or alternating current, 110-120 
volts. The housing is of aluminum 
alloy. Overall length, 164 inches; net 
weight, 14 pounds. Bearings: 
Armature and spindle thrust ball. 
The speed no load is 420 r.p.m. 
Gears are of a special alloy, heat- 
treated. Brushes are accessible from 
the outside. This new drill has the 
breast plate type handle with detach- 
able pipe handle; trigger type switch 
with lock for continuous operation, 
and comes equipped with 12 feet of 
heavy duty rubber covered cord with 
rubber plug.—Signal Electric Manu- 
facturing Company, Menominee, 
Michigan. MILL SUPPLIES, Febru- 
ary, 1935. 


Welding Rod Rack 





© A NEW welding rod rack has been 

designed to provide a more effective 
and attractive method of displaying 
and storing a complete assortment of 
welding rod in mill supply houses. 
This rack, which is known as the 
“Imperial Welding Rod Merchandi- 
ser,” may be used on the display floor, 
in the window or at industrial shows. 
It is of sturdy construction and will 
hold as much as 1,200 or 1,500 
pounds of rod if desired. Each shelf 
is provided with labels showing the 
type of rod it contains, and is 
numbered for ready identification. 
Prices may also be inserted. Flux is 
stored in the bottom rack on all sides. 
The manufacturer sells this rack as 
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a unit, equipped with a complete as- 
sortment of welding rod and flux.— 
The Imperial Brass Manufacturing 
Company, Chicago, Illinois. MILL 
SUPPLIES, February, 1935. 


Friction Tape and Splicing 
Compound 








© A FRICTION tape that is strong, 

“tacky,” free from pinholes, non- 
ravelling and with high insulating 
qualities has just been announced. 
The manufacturer claims that the tape 
stays “tacky” a long time because 
there is plenty of live rubber in the 
friction compound which is thoroughly 
impregnated into every fibre of the 
cloth. The splicing compound is a 
rubber insulating tape which fuses 
instantly and becomes one solid mass 
thus assuring a perfect splice and 
complete protection. The friction and 
splicing compound are packed in 1, 
2, 4 and 8 ounce rolls and are wrapped 
in cellophane, and are known under 
the trade-mark “Gold Seal.”—Jenkins 
Brothers (Rubber Division), Bridge- 
port, Connecticut. MILL SUPPLIES, 
February, 1935. 


Hook-Handle Lamp Guard 





° THIS portable 


new hook-handle 

lamp guard has a handle which con- 
sists of a wide, flat hook to per- 
mit fastening the guard in numer- 


ous places where the ordinary 
portable could not be hung. It may 
be hung on a bench top, slipped into 
a crack, hung over the arm or wedged 
almost anywhere, as it will also stand 
upright. It is designed to enable 
workers to have their hands free while 
enjoying convenient light even under 
the most difficult circumstances. It 
is made of Bessemer steel, electrically 
welded and with a cadmium finish. 
The hook-handle guard has a new 
strain relief feature, the screw clamp 
fastener gripping the cord at the 
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This Message is Uddvessed bo Lunkenkeimer 
Distributors and Theis Salesmon. 





You Can Help Your Customers 


Fig. 123 “N-M-D” 
(Non-Metallic Disc) 
150 lb. SP.—300 Ib. GLP. 
Illustrated in Booklet F-5935. 





Analyze Values 


Tt HERE are many buyers who still think 
that “Valves are Valves’”’ and that be- 
cause valves look alike, they are alike. 
These buyers have not stopped to analyze 
valves in terms of length of service, oper- 
ating efficiency, and dependability—that 
is, in terms of real value in low ultimate 
cost, rather than the illusionary savings 
in low first cost. 


This very fact gives you, as Lunken- 
heimer distributors and salesmen, an ex- 
cellent opportunity to help these buyers 
analyze values, and to show them why 
good valves are the most economical in 
the end. 


After all, buying on price alone is buy- 
ing in the dark. And present day price 
differences are really of small conse- 
quence, especially when the value of 
efficient and trouble-free performance 
and long service life are carefully weighed 
and considered. Leaky valves, repairs, 
and replacements are expensive, and 
quickly absorb any slight saving in 
initial cost. 


The most you ever need ask for any 
Lunkenheimer valve is an opportunity for 
it to prove itself in service. Once in- 
stalled, it becomes your best sales help, 
and through daily duty well performed, 
aids in leading the way to eventual 
standardization on Lunkenheimer, and 
steady repeat business. 


That is your reward when you show 
your customers how to analyze valve 
values, and sell them on the idea that it 
pays in the end to install good valves first. 


THE LUNKENHEIMER & 


—= QUALITY = 


CINCINNATI, OHIO. U.S. A. 


NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 


FxPORT DEPT 


SELL QUALITY - SELL LUNKENHEIMER 





NST, NEW YORK 
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RODUCER| 


No. 521 


TOM THUMB 
PORTABLE 
BOLT MACHINE 


construction; portability; ability to 


Illustration shows 
pulky guard 
removed 


handle all sizes of bolts from % 
1%”, inclusive, at a speed that 
compares favorably with many, 


higher priced machines. 

Driven by universal, variable speed 
motor, economical to operate— 
- worm gear drive—abundant power. 
Equally well suited to pipe and nip- 
ple threading on smaller sizes. 
Order one for stock—give a demon- 
stration to your sales force—let your 
men push it and you'll sell Tom 
Thumbs and realize a profit that’s 
worth while. 


Here is another sure-fire sales pro- 
ducer, Mr. Distributor. No 521 
Tom Thumb can do a real job for 
you, if your salesmen get behind it. 
And here are some of the sales 


points that put it over—Compact 


‘OSTER) , , ! 
eT Stocks and Dies» Pipe and Bolt Machines + Pipe Welding Tools 


L 
Aan 


IN 


) OSTER-WILLIAMS 


SALES OFFICE: 2041 EAST Gist STREET, CLEVELAND, OHIO 
FACTORIES: ERIE, PA. AND CLEVELAND, OHIO 








After the first sale 
CLING-SURFACE 


Belt-Preservative 


SELLS ITSELF 


CLING-SURFACE is 
just the type of item 














you're looking for. By 
permitting the use of 
slack belts it makes 
possible operating 
economies that every 
industry is looking 
for — you need sell 
CLING SURFACE 
only once! After that 
it sells itself, yet the 
sales profit is always 
yours 

CLING SURFACE 


eliminates belt — slip 
and prolongs belt life 
—reduces power losses, 
eliminates shaft strain 
and bearing wear. 
Features that make the 
FIRST sale and 
succeeding cer- 
tain. for 


easy 
sales 
Write now 








facts that prove every 
claim we make. 


CLING-SURFACE CO. 


1017 NIAGARA ST. BUFFALO, N. Y. 
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base of the socket housing and re- 
lieving all strain on the socket con- 
nections and making it easier to wire 
or rewire. The new portable guard 
is available in twelve different models. 
It may be had with or without a re- 


flector, open or closed, with the 
Levolier lever switch or keyless 
socket, in either standard or mill 


type—McGill Manufacturing Com- 
pany, Valparaiso, Indiana. MILL 
SUPPLIES, February, 1935. 


Goggle for “Hot Workers” 





® DURALITE-50 hot workers’ goggle 

has been designed for men who work 
in confined spaces where the tempera- 
ture or humidity is high. The extra 
ventilation in back of the lenses keeps 
them free from fogging and steaming, 
and also keeps the area around the 
eyes cool and prevents perspiration 
from obscuring the vision. The 
goggles are supplied with super 
armor-plate lenses which, the manu- 
facturer claims, previde dependable 
eye protection and clean and comfort- 
able vision—American Optical Com- 
pany, Southbridge, Massachusetts. 
MILL SUPPLIES, February, 1935. 


Light Sinking Drill 





® DESIGNED to permit ease of 

handling in places inaccessible to a 
heavier drill because of its light 
weight, a new 28-pound sinker, known 
as the “S-35,” has been recently de- 
veloped. This new drill is especially 
suited for drilling in soft and medium 
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formations, as well as for plugging 
in quarries or on construction jobs. | 
It is also adaptable to numerous uses | 
around industrial plants. This sink- | 
ing drill has a full grip D-handle, 
short throw tubular valve totally en- 
closed, one-piece exhaust control valve | 
and handle, and simple, rugged steel 
puller. The air inlet is conveniently 
placed, and there are no side rod 
springs. According to the manufac- 
turer, the “S-35” is sturdy in every | 
part and contains all the desirable | 
characteristics of powerful rotation, 
satisfactory blowing and easy riding 
to be found in the larger rock drills. | 
—Gardner-Denver Company, Quincy, 
Illinois. MILL SUPPLIES, Febru- 

ary, 1935. 


Bolt Clipper 





can sell the Wright Electric Hoist with these 
sales arguments! 


- Push Button or Pendant Rope 12. Roller Bearings Throughout 





Control 13. Ball Bearing Motors 
. Tru-Lay Preformed Cable 14. All Loads Carried By Steel 
Safety Type Limit Switch Members 
Variable Speed Control 15. Heat-Treated Forged Gears 
Drums, Thirty Times Cable and Pinions 
Diameter 16. Timken Bearings In Trolley 
®* THE HKP swivel head cutter on Drum Flanges Guarded Wheels 
the bolt clipper illustrated herewith Safety Type Load Block 17. Alloy Steel Shafting 
works equally well up or down, right Double Drive Hoist Gearing 18. Motor Coupling and Connec- 
or left, behind or before, in or out, an , : : 
because the cutting head swivels to ' Positive Mechanical Brake (qeeo) tion of Splined Type 
any angle on either side of the M Brake Adjustable from Wy 19. Drop-Forged Swivel Hook 
handles (from nothing to a _ right ) Outside = 2 20. Accessibility 
angle). A special section joined by a . Oil Bath Lubrication Sa 1 21. High Speeds 
ball and socket joint, with a shoe for coos [== 





holding the cutter-head and a position- 
ing spring to hold the head in the | 
desired position are the changes em- 
ployed. The shoe will hold any | 
standard head of a given size, clipper | 
eut, center cut, chain cutter, nut | 
splitter, etc., and the manufacturer | 
claims the change from one head to | 


another can be made rapidly while 
on the job.-H. K. Porter, Incorpo- | 
rated, Everett, Massachusetts. MILL | 


SUPPLIES, February, 1935. 


And there are some equally good sales arguments on 
Wright Chain Hoists. Would you like to have them? 


WRIGHT MANUFACTURING DIVISION OF THE AMERICAN CHAIN CO., INC. 
York, Pennsylvania 
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Dealer 
Since 


Distribution 
1874 





TITURARERRRRRRRR DLL. 





A dealer of over 50 years standing says: 


“Of all our lines there is none in which our salesmen 
have greater confidence so far as quality is con- 
cerned, nor one we have so little trouble with so far 
as the customer is concerned.” 


Mr. Dealer: Are you interestedP Send for Catalog 
No. 33 and look over this full line. 


S-.W.CARD MFG.CO. 


DIVISION OF UNION TWIST DRILL CO. 
MANSFIELD, MASSACHUSETTS, USA. 





















No. 601MS 
Mill Type 
Series 





No. 600 MSR 
Standard Mill Type 
Series Series 


You Can Sell this NEW Guard 
... the McGill Hook-Handle Portable 


The portable guard has been modernized and its usefulness 
doubled by the invention of the McGill Hook-Handle Port- 
able. Portable guard users will change to this new guard when 
you demonstrate how the hook-handle feature permits hanging 
or wedging the guard almost anywhere to give good light on 
hard-to-get-at jobs. 





| Patents 
\ Pending 


Heavy Electric Cage Outlasts 
Cheaper Guards 
Made of Bessemer Steel, electrically welded and cadmium 
finished, this guard will stand the gaff of the hardest service. 


NEW WIDE HOOK 
Demonstrate this new 
feature and increase 


tees MANUFACTURING co. z 





your portable guard ESTABLISHED 100 
sales. Ask for literature VALPARAISO INDIANA 
Box 670 
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Line Strainer 





© A NEW line strainer designed to 

be placed at individual air outlets 
to trap scale, grit and trash out of 
the lines and to prevent the clogging 
of air screens and the entry of trash 
into the working parts of pneumatic 
tools. Strainer is made in three 
sizes, 4-inch, }-inch and 1-inch. The 
screen opening area is six times the 
outlet of the strainer. The strainer 
may be cleaned by occasionally open- 
ing the petcock. By unscrewing the 
bottom plug the screen may be re- 
moved for more thorough cleaning.— 
The Cleveland Pneumatic Tool Com- 
pany, Cleveland, Ohio. MILL SUP- 
PLIES, February, 1935. 


Creamery Hose 





®A CREAMERY hose which com- 

bines the qualities of lightness and 
flexibility with that of sturdiness is 
made possible through cord construc- 
tion. Under this process, the carcass 
is formed of layers of strong, tightly 
swisted cords, laid side by _ side 
spirally, throughout the length of the 
hose. The smooth surface of the hose 
has the advantage over the wrapped 
construction of the ordinary type in 
that it will more readily throw off 
dirt, fat and greases accumulated 
while being dragged over floors, and 
is easier to keep clean. Another fea- 
ture is the continuous length of the 
hose, permitting use in one piece. 
This hose is known as “U. S.” Royal 
Cord creamery hose.—United States 
Rubber Products (Mechanical Goods 
Division), New York. MILL SUP- 
1935. 
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Safety Switch 





@FULLY meeting all the require- 

ments for a 30-ampere switch and 
listed as standard by Underwriters’ 
Laboratories, this new safety switch 
is particularly adaptable to oil burn- 
ers and domestic stokers in basement 
recreation rooms, to air conditioning 
equipment, electric unit heaters, as 
entrance switches and wherever a 
30-ampere switch is used. The dimen- 
sions of the switch are 34 by 534 by 33 
inches and ample wiring space has 
been provided to simplify installation. 
To facilitate wiring, the complete 
mechanism can be removed by loosen- 
ing two screws, the wires pulled 
through and the mechanism replaced. 
Top, bottom, side and rear knockouts 
permit easy mounting. The toggle 
mechanism, front operated, is double 
pole, positive make and break, and 
the switch is of the fusible type. The 
operating lever is of are resisting 
laminated horn fibre with provision 
for padlocking in either the open or 
closed position. The switch, known 
as Bulletin 4140, is finished in black 
baked enamel with cadmium trim.— 
Cutler-Hammer, Incorporated, Mil- 
waukee, Wisconsin. MILL SUP- 
PLIES, February, 1935. 


Variable Speed Motor 





* HERE is an improved development 

in variable speed for use in the mill- 
ing industry. This “Varidrive” motor 
has a new lever arm construction 
developed for the larger horsepower 
ratings, and the formerly separate 
units—consisting of a constant speed 
motor, a variable speed device and a 
gear case—have been built into one 
compact unit at considerable saving 
in space. In addition, economy has 
been effected, it is stated, due to the 
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At discounts that 
give Distributors 
a larger margin of 
profit. 


These SIGNAL Drills are bound to “go places.” 
They will set new sales marks because they have every- 
thing good Drills should have: Power, proper speed, 
light weight, durability, compactness, and they’re 
mechanically and electrically correct. They possess 
other equally important high points—a high standard 
of quality and a name that is widely known and ac- 


cepted. 


Write at once for discounts and complete information. 


SIGNAL ELECTRIC MFG. CO. 
MENOMINEE, MICHIGAN 


Offices in all principal cities. 





YO U NEVER SAW 


A TOOL WITH MORE 

MONEY-SAVING USES 

—OR AWIDER MARKET 
THAN THIS 


SUE 
HAND GRINDER 





Tough Grinding Jobs... 
Awkward Jobs... Delicate Jobs... 


SKILSAW HAND GRINDER MAKES 
THEM ALL SEEM EASY! 


* Used for real precision grinding on 
metals, rubber, stone, porcelain, etc. 
And OUT-PERFORMS any similar 
tool you ever tried out! 
sealed Ball Bearing Construction. 
New Molded Bakelite Body—light, 
compact, strong—is non-conductor of 
Efficient Air 
Filter is instaritly detachable. 


Full grease- 


heat and electricity. 
Plugs 
into any light socket and is marvel- 
ously easy to handle. 


® INVESTIGATE this little win- 
ner at once—Write us for full 
details, selling aids and prices. 


SKILSAW, INC. 


3330 ELSTON AVENUE, CHICAGO 
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elimination of mounting bases and 
transmissions between component 
parts. Speed change is obtained by 
the micro-speed control which varies 
the effective driving diameter of the 
discs, which expand and contract for 
the higher and lower speeds, trans- 
mitting speed through the “Varibelt” 
to the take-off shaft. This new motor, 
being self-contained, can be directly 
connected to machinery. The oper- 
ator has at his command any varia- 
tion of speed so that the driven ma- 
chine can be operated at its highest 
capacity at his will.—U. S. Electrical 
Manufacturing Company, Los An- 
geles, California. MILL SUPPLIES, 
February, 1935. 


Spudder Line 





© A NEW “Hi-Lastic’” spudder line 
made of mild plow steel for use in 
water well and blast hole drilling, 
has three times the stretch of stand- 
ard drilling line. While this spudder 
line does not have as much spring as 
manila rope, the manufacturer claims 
it has enough spring to do the work 
quickly and efficiently as manila, and 
has the advantage of withstanding 
greater abrasion. The stretch per- 
mits use without splicing a manila 
cracker on the end. Hi-Lastic is 
6-strand left lay construction, with 
19 wires to the strand. It comes in 
2 sizes: %-inch (breaking strength, 
13.1 tons) and f-inch (breaking 
strength 18.7 tons).—Macwhyte Com- 
pany, Kenosha, Wisconsin. MILL 
SUPPLIES, February, 1935. 


Regrind-Renew Valves 


© A LINE of extra heavy bronze re- 

grind-renew valves, made in globe 
and angle patterns, consists of units 
of the union bonnet type in sizes to 
2-inches, and bolted bonnet type in the 
24-inch and 3-inch sizes. Screwed 
end valves are recommended for 300 
pounds steam and 600-pounds oil, 
water and gas. Flanged end valves 
are for 250-pounds steam and 400- 
pounds oil, water and gas. In all of 
these valves, the relation of the disc 
or plug to the seat is such that valves 
may be reground repeatedly. Stuffing 
boxes are exceptionally deep. Use of 











CHOICE of the WORLD'S 
LEADING INDUSTRIES 


s 
BRONZE-TO-BRONZE 
= 





Uitiaive 


ANY distributors have 

been placed on the road 
to greater profits by the adop- 
tion of —Dart— as the line of 
unions they handle. 


Their bronze-to-bronze feature 
of construction produces a 
true ball joint which is non- 
corrosive, leakproof and re- 
quires no packing. They are 
time tested and time proven 
and for 40 years have been 
“standard equipment’ with 
leading industrials, public utili- 
ties and railroads. 


Surely there could be no finer 
or more convincing tribute to 
Dart dependability. 


Prices—not cheap, in keeping 
with their quality standards 
and assuring greater profits 
for distributors. 


— 


if 


_—— 


ro — 
sore 
i 





E. M. DART MFG. CO. 
PROVIDENCE, R. I. 


Sales Agents: 
The Fairbanks Company, New York 
and at all branches 


Canadian Factory: 
Dart Union Company, Ltd. 
Toronto, Canada 
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a bronze gland compresses the pack- 
ing, permitting tightness with but 
slight effort applied to the packing 
nut. Bodies are made of electric fur- 
nace bronze. Spindles, of manganese 
bronze, are accurately machined and 





provided with Acme threads.—Jenkins 
Brothers, New York, New York, 
MILL SUPPLIES, February, 1935. 


Tool and Production Grinder 











® ONE of the features of the new 

2 CW tool and production grinder 
designed for one of the largest auto- 
mobile manufacturers is that the 
spindle is mounted on oversize ball 
or roller bearings and driven by 
means of V-belts from standard mo- 
tor mounted in rear. It is designed 
for 1, 14, 2 and 3-horsepower mo- 
tors and for grinding wheels up to 
14 inches in diameter. It is fur- 
nished with a Cascade oiling system, 
consisting of an oil pump driven by 
means of worm gears from the spin- 
dle, pumping oil through a filter and 
supplying continuous stream of fil- 
tered oil to bearings. Sight feed oil 














5 


CONCENTRICITY OF 
HEAD WITH BODY 


4 


FREEDOM FROM 
TOOL MARKS. 


3 


CONTINUOUS UN. 
BROKEN FIBERS. 


8 
CONTINUOUS UNCUT 


LATERALLY DEFLECT. 
ED CORE FIBERS 


INCREASED STRENGTH 


TRADE MARK 


























SOCKETS — UNIFORMLY ACCURATE 
TO FULL DEPTH OF HOLE — TRUE 
HEXAGONAL SHAPE — DIAMETER 
IDENTICAL TOP AND BOTTOM — 
SMOOTH REGULAR WALLS — 
WELL DEFINED CORNERS 
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CONTINUOUS FIBERS 
ENDING IN SOCKET 


WALLS 


8 


RE-ENFORCED SOCKE 


WALL. 


CONTINUOUS UNCUT 


FIBERS. 


SQUARE SHOULDERS. 


— 





ORIGINAL CONTINU. 
OUS FIBROUS 
STRUCTURE. 





A Glutton for Punishment 


level gauges provided for showing | 


level of oil in the sump and showing 
continuous stream of oil from filter 
to the bearing. The work rests are 
rigid and provided with removable 
wearing plates. Unit can be fur- 
nished with cast steel or boiler plate 
wheel guards. A safety glass eye 
shield is also provided—The Ham- 
mond Machinery Builders, Kalamazoo, 
Michigan. MILL SUPPLIES, Febru- 
ary, 1935. 


Surface Plate Square 


® THIS new surface plate square has 
some novel features of design. It 
is substantial and rugged and of a 
form most convenient for use on a 
surface plate. Its one piece construc- 
tion is not subject to changes from 
handling or from small variations in 
temperature. Weight and shape are 
such that it is not easily upset. Made 
of hardened steel, four-inches high 
and approximately three-inches be- 
tween opposite edges.——The Brown 
and Sharpe Manufacturing Company, 
Providence, Rhode Island. MILL 
SUPPLIES, February, 1935. 
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You'll find a new and entirely better socket in 
FIBRO FORGED Screws—one that will eat up 
all the abuse your customers can give it—ask for 
more and give unfailing performance, all in a day’s 
work. 


There’s many a new sales story in FIBRO FORGED 
Screws to help you build volume and increase 
Holo-Krome actually “work with’ In- 
dustrial Distributors to exploit new and richer 
markets. 


profits. 


Why not drop a line and ask us “what can 
you do for me?” There's no obligation. A 
card to ‘Mr. S” will do. 


The Holo-Krome Screw Corp., 
. @* 


Bristol, Connecticut, - - - 


manufacturing exclusively 


SOCKET SCREWS 


SET -CAP—STRIPPER BOLTS~—PIPE PLUGS 


Maen 





it 


SCREWS 





“OUR SALES HAVE 
INCREASED MA- 
TERIALLY SINCE 

HAVE PUT IN 
THE 


> a Or et 


LINE ” 


WE 









The influence 
EXPANSION BOLTS 
and Allied Products 
have on sales is readily 
appreciated by those 
have stocked the line. 
exclusive ARRO sales advantages: 
Cadmium Plated—to insure resist- 
ance against rust, moisture, oxygen 
and strong alkalis; modern design 
that makes them permanent fixtures 
for the work for which they are in- 
tended; highest quality materials and 
workmanship all at no extra 
cost. A trial order of this fast selling 
line of merchandise will convince you 
of its merits. Your investigation is 
solicited. Write for jobber discount 
sheet. 


ARRO 


who 


jobbers 
Consider these 


Sold Only Through Jobbers 


ARRO EXPANSION 
MARION, 


BOLT 
oHrIO 


ARRO 


REG. U.S. PAT. OFF 


EXPANSION 
BOLTS 


And Allied Products 
SOLD ONLY THROUGH JOBBERS 


COMPANY 
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MANUFACTURERS 


TELL US 


Of personnel changes, new sales plans, new literature, 
changes in quarters, new distributors appointed, and other 


facts of interest 








Part of the crowd of 30,000 that passed through the 
West Allis Works at Allis-Chalmers’ open house Janu- 


ary 19. 
Texrope drive display. 


Allis-Chalmers Exhibit 
Attracts 30,000 


@® A crowd estimated at 30,000 

took advantage of the hospi- 
tality of the Allis-Chalmers 
Manufacturing Company at an 
open house at the West Allis 
Works in Milwaukee Saturday, 
January 19. Employees were 
given the opportunity to bring 
their families to view the scene 
and results of their craftsman- 
ship, while civic and industrial 
leaders, engineers, members of 
the trade press and other friends 
of the company toured the big 
plant and witnessed first-hand 
the great diversification of man- 
ufacturing activity, the elabo- 
rate plant equipment and the 
interesting new developments in 
process of manufacture. 

From the smallest Texrope 
drive, weighing a fraction of a 
pound, to the huge steam tur- 
bine for Port Washington, Wis- 
consin, weighing 860 tons, Allis- 
Chalmers displayed a line which 


Those in the foreground have stopped at the 


diversified 
It includes power 
transmission machinery, Tex- 
rope drives, pumps, engines, 
blowers, compressors and vacu- 
um pumps, feedwater treat- 
ment, cement machinery, coal 
distillation equipment, steam 
condensers, motors and electri- 
cal machinery, farm machinery, 
tractors, forgings, flour mill 
machinery, hoisting machinery, 
metallurgical machinery, plate 
work, road machinery, saw mill 
machinery, timber preserving 
machinery, tunnel shovels and 
steam and hydraulic turbines. 

Among the larger develop- 
ments which aroused much in- 
terest were flour mills up to 10,- 
000 barrel capacity per 24-hour 
day, castings up to 120 tons in 
weight, crushers capable of 
crushing 25-ton rocks at the rate 
of 1,000 tons per hour, saw mills 
to cut logs 72 inches in diame- 
ter, and the Boulder Dam tur- 
bine, which are claimed to be 
the largest ever built. A dem- 


is one of the most 
in the world. 
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PROGRESS 


There is no in between. You either ad- 


vance or fall behind. 


The problem of bettering belt sales is 
solved by the adoption of modern marketing 
principles and the employment of aggressive 


sales methods. 


MONOBELT is a modern leather belt 
sold thru a national dealer organization on a 


definitely modern merchandising plan. 


It is marketed oily in scientifically com- 
puted sizes. That is, one weight or thickness 


for each corresponding width. 


Alexander 


ADELPHERA 


"9 
r 


P OO: Woe. R 
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Alexander Brothers offer you MONOBELT 
on a basis that will allow a reduction in your 


inventory of from 30 to 50 percent. 


Industry has acclaimed MONOBELT an 
outstanding engineering achievement. [i has 
met the challenge of a thousand tests in a 


wide field of adaptability. 


Big sales and big profits are in the offing 


for supply houses selling MONOBELT. 


PROGRESS! Don’t fall behind, get your 
share of this lucrative MONOBELT business. 


Write us to-day for facts and figures. 


PENNSYLVANIA 


Brothers INC. 


Noo Mi $ $ Fa WN cCOWNC 
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SALES 


... Are What ALL 
of Us Are After 


lf you are to get 
them .. . your 








customers must 

have FAITH in 

you. | 
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——— BADGER—— 
POWER KING 


BADGER 
POWER BOY 


BADGER and 
NEW BADGER 
Car Movers and 
ADVANCE 
SAFETY CAR 
——WRENCHES —— 

















Are commodities that help 
make it easy for customers 
to have faith in you. 


our customers demand the)! 


best. You can give it to them | 
when you sell Advance car| 
movers. 


| 
| 
} 


The ADVANCE CAR 
MOVER CO., Inc. 


Appleton, Wisconsin | 


CANADIAN ADVANCE CAR MOVER CO., 
WELLAND, ONTARIO, CANADA 
















display 


| World War, for examining the 
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H. C. Ellsworth, White Tool and Supply Company, Cleveland, in a re- 
cent trip to New York, presented to the Parker-Kalon Corporation 
a trophy for the above exhibit as being the most informative of all 
those at the Informa Show, held in Cleveland on November 15 and 16, 
sponsored by the Purchasing Agents’ Association of that city. 





The West Allis Works has a 
total floor area of plant of 3,- 
012,828 square feet and a total 
ground area of 155.58 acres. 
Were all buildings placed end to 
end, they would extend a dis- 
tance of three miles. The boil- 
er horsepower is 10,045, and the 
interior or forgings; what is plant contains 21 miles of rail- 
said to be the largest boring mill way track and has 174 cranes 
in America; monster cranes for in _ operation. Allis-Chalmers 
handling extra heavy pieces, and 
the casting washing machine. 


onstration of man-made light- 
ning, two million volts, was spec- 
tacular and fascinated the 
crowds. 

Unusual plant equipment on 
included a_ periscope, 
similar to those used in the 


also operates plants in Norwood, 
Pennsyl- 


Ohio; Pittsburgh, 











These happy Kennedy Valve executives, attending the recent convention in 
Elmira, New York, are left to right: F. J. Henkenius, San Francisco, branch 
manager; Clarence H. Kennedy, vice-president and sales manager; R. J. Flan- 
agan, Chicago branch manager; W. F. Ward, superintendent Kennedy Plant 
Number 2; Matthew E. Kennedy, president, and F. J. Roberts, superintendent 
Kennedy Plant Number 1. 


MILL SUPPLIES 











ee 


ae 


XUI 











‘ 


XUM 


vania; Springfield, Illinois; La- 
Crosse, Wisconsin and LaPorte, 
Indiana, while its subsidiary, 
the Condit Electrical Manufac- 
turing Corporation, operates a 
plant in Boston. 

Members of the trade press 
were guests at a luncheon giv- 
en by the company, at which 
Otto H. Falk, chairman of the 
board; Max W. Babb, president, 
and Walter Geist spoke briefly. 


Kennedy Valve Holds 
Sales Meeting 


® The smiles on the faces of the 
Kennedy Valve Manufactur- 
ing Company executives seen in 
the snapshot on the opposite 
page illustrate the optimism 
that was the keynote of the 
sales meeting of this organiza- 
tion, held in Elmira, New York, 
during the week of December 17. 
Branch managers, salesmen 
and representatives attending 
the convention were shown the 
new lines of Kennedy valves and 
pipe fittings in course of devel- 
opment and _ production, wit- 
nessed a breakage test of the 
Kennedy ‘“Safe-top” fire hy- 
drant and discussed sales plans 
for 1935. Salesmen reported a 
satisfactory increase in orders 
during the latter part of 1934 
and expressed themselves as 
confident of greater business im- 
provement during 1935. The 
convention was brought to a 
close with a banquet attended 
by more than fifty of the Ken- 
nedy officials, salesmen, shop su- 
perintendents and foremen. 


New York Belting District 
Sales Managers Meet 


® The district sales managers 
of the New York Belting and 
Packing Company, Passaic, New 
Jersey, met during the week of 
January 7th at the company’s 
home office and factory at Pas- 
saic, under the direction of B. 
F. Ruether, general manager. 
Under the guidance of W. H. 
Cobb, general factory manager, 
and supported by technical and 
laboratory personnel, a careful 
and thorough study was made 
of the breadth of the New York 
Belting and Packing Company’s 
mechanical goods line. 
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MILWAUKEE Industrial Brushes 








“DI-BILT” Wire Wheel 
Brush 





“MONOBILT” Wire Whee! 
Brush with Interchange 
able Centers 





“DURA-BILT” Tampico 
Wheel Brush 





MILWAUKEE Curved Back Solid 
Block Wire Brush 


Help You Select 
Minimum Stocks! 


Tris enables you to serve 
your customers adequately—to make 
good profits on steady, year ‘round 
sales—without burdening yourself with 
a heavy capital outlay. 


What is more, we are constantly at your 
service, to advise you on the proper 
brushes for specific applications. And 
our plant resources are at your disposal 
in turning out quickly special brushes 
made to your customers’ specifications. 


You can do a good selling job with 
Milwaukee Industrial Brushes with a 
minimum of expense. Let us tell you 


more about our distributor set-up. 





REMEMBER 


| |Milwauket 


MEANS 
BRUSH EXCELLENCE 














GENERAL PURPOSE SWEEPING BRUSH 


THE MILWAUKEE BRUSH MANUFACTURING (0. 


2212-2936 North 30th Street, MILWAUKEE, WISCONSIN 


QUALITY 


AND MAINTENANCE REQUIREMENTS 


INDUSTRIAL BRUSHES AND BROOMS FOR ALL PRODUCTION 





WOEI2ZIA 


, 














NOW— announces — 
A FULLY ENCLOSED CLUTCH with the EASE 
of OPERATION formerly found only in open types 


Sales 


Opportunities for 
Distributors 


Customers who require an enclosed 
clutch for dustproof, safety or other ap- 
plications will be definitely interested in 
the new Jones Lemley Model H fully en- 
closed clutch. 

Here for the first time is offered an 
enclosed clutch in which leverage and 





=== JOIN =—— power have not been sacrificed. No longer is yank- 
ing necessary—a light push engages the Lemley Model 

the growing list of Jones dis- H saving time and equipment. 

tributors. The unified Jones Dis- * 

tributor Policy offers protection— Check these important Lemley Model H features: 

profits—and cooperative engineer- (1) One Point Adjustment; 

ing and sales service. (2) Full Floating Friction Discs; 


(3) Ease of Engagement; and 
(4) Simplicity. 








Sales and Engineering offices in We shall be glad to send complete information on 

principal cities to cooperate with this product and the entire Jones line of power trans- 
Distributors. mission equipment 

W.A. JONES FOUNDRY & MACHINE COMPANY 

4411 Roosevelt Road CHICAGO, ILLINOIS 





COMPLETE TRANSMISSION PRODUCT AND ENGINEERING SERVICE 





ALLIGATOR 


TRADE MARK REG.US. PAT OFFICE 


STEEL BELT LACING 


ogee : publications with a 
; total circulation of 
: 3,741,957 per issue 


are carrying the story of Gen- 
uine ALLIGATOR STEEL 
BELT LACING to the user in 
1935. This is part of our 
consistent long-time mer- 
FLEXIBILITY chandising program. 
JAA 50 Sales of ALLIGATOR STEEL 
BELT LACING are profit 


PROTECTION OF sales for the jobber and the 
BELT ENDS stock turnover is rapid. 






































(Sole Manufacturers) 


FLEXIBLE STEEL LACING CO. 
SMOOTH ON 4633 Lexington Street Chicago, Illinois 
BOTH SIDES In England at 135 Finsbury Pavement, London, E. C. 2 


Accept No SS 
Substitutes ga z + == 
' : : . eh . | ‘eo “A “a 











@ TRACE MARK 
REG. U. &. PAT. OFF 


80 


| @ W. Morgan Hood, sales repre- 


| as the result of injuries received 





Motor Accident Fatal 
to Lunkenheimer Man 


sentative of The Lunkenhei- 
mer Company, Cincinnati, died in 
Roanoke, Virginia, January 9, 





W. MORGAN HOOD 





in an automobile accident. Mr. 
Hood was well known through- 
out the Southeastern states, 
having traveled that territory 
for Lunkenheimer for more 


| than twenty years. He was 67 


. 
® George E. Osborn has been 





years old and had resided in 
Washington, at 510 Eye Street, 
Northwest. 


Osborn Is Promoted by 
Lamson and Sessions 


appointed vice-president and 
general manager, at Chicago, of 











GEORGE E. OSBORN 
The Lamson and Sessions Com- 
pany, western subsidiary of The 
Lamson & Sessions Company 
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You call him 
a customer... ...we call him a 
“Factory” reader 

r. 

l- 

S; 

y 

e we e ge 4 * 

i he significant fact is 

t, 
Because he is both your customer and our # E | y BOTH 
reader it is important that you know what is 
being done in the advertising pages of “Fac- 

n tory” to induce him to specify the machinery, own advertisement in a high school dance 

d equipment or supplies that you are carrying. program will get you orders. 

. You out on the selling front need every bit It is our experience that manufacturers like 
of advertising support you can get. New com- to get the suggestions of their distributors 
panies have come into the picture since 1929 and agents as to the publications used by their 





to compete for the favor of the operating of- 
ficials in manufacturing plants. . . to sell prod- 
ucts in competition with those you have taken 
on. Some competitors of an earlier day have 
dropped out of the picture, giving you an ad- 
vantage that advertising in “Factory” can 


help you capitalize. 


Perhaps the house you represent is sold on 
advertising—is using it regularly. But if it 
is going to the wrong people it isn’t helping 


you sell in your territory any more than your 


customers. Have you ever made such a sug- 
gestion? Have you ever inquired of factory 
operating officials in your territory to find out 
what they read? Do they pay to read it? 
Other distributors have done so. Last year, 
for instance, more houses advertised in “Fac- 
tory” than in any other publication in the gen- 
eral manufacturing field. 


Would you like a sample copy to check who 
is advertising and who is not? We'll be 


pleased to send a copy. 


MANAGEMENT and MAINTENANCE 


A McGRAW-HILL PUBLICATION 


330 WEST 42nd STREET, NEW YORK, N.Y. 


onl 
oT 


‘| FACTOR 


cS & FEBRUARY 1935 i 


XUM 


















PERFORMANCE 
backed by Experience 


® More than 50 years devoted to the design 
manufacture and sale of Shield Brand Tools 
is your guarantee of performance. 


You can sell Shield Brand Reamers, Drills 
and other small tools with absolute confidence 
in their ability to perform satisfactorily. 


The Shield stands for performance. 


THE STANDARD TOOL (0. 


OHIO 


Derroit 


CLEVELAND 


New York 














a 


You Supply Men KNOW they are high quality. 
When your customer wants an extra good Circular, 
Band, Cross-cut or Hack Saw—and that’s what will 


always serve him best—sell him SIMONDS. 


Make the best of your sales opportunities. 


SIMONDS SAW AND STEEL CO. 


Established 1832 


FITCHBURG, MASS. 





of Cleveland, Ohio, to fill the 
vacancy caused by the death of 
A. J. Boyle. 

Mr. Osborn was born in Cleve- 


land in 1891, was graduated 
from the public schools there 
and attended Oberlin college 
from 1910 to 1913. He entered 
the employ of The Lamson and 
Sessions Company in a clerical 
capacity in 1914, and served in 
various positions until 1918, 
when he enlisted in the United 
States Navy, where he served 
throughout the war. For a 
short time afterward he was an 
officer on a steamer of the Pa- 
cific Steamship Company. He 
again joined Lamson and Ses- 
sions, in a sales capacity, in 
1920. For several years he has 
had charge of sales for this 
company in Iowa and the Mis- 
souri river territory. 


Clore Becomes Medart Sales 
Manager 


® Effective February 1, Ralph 

H. Clore will become general 
sales manager of The Medart 
Louis, 


Company, St. manufac- 


RALPH H. CLORE 


turer of power transmission 
equipment, succeeding F. P. 
Kohlbry, who has resigned in 
order to devote all his time to 
his own business interests. Mr. 
Clore is well known throughout 
the mill supply field. He was 
for some time sales manager 
of the United States Electrica! 


MILL SUPPLIES 
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Tool Company, Cincinnati. He 
has always been an advocate of 
supply house distribution and 
consequently is ably equipped 
to carry forward the Medart 
policy of marketing its products 
through distributors. 


New Lines Announced in 
Armstrong Catalog 


® General Catalog, “B-35,” just 

brought out by the Arm- 
strong Brothers Tool Company, 
Chicago, illustrates what one 
manufacturer has been doing 
during the depression. Jump- 
ing more than 70 pages over 
the size of former general ca- 
talogs issued by the company, it 
announces 35 new lines or addi- 
tions to lines, including: 

A line of permanent multi- 
purpose tools for turret lathes 
and screw machines that take 
standard shaped cutter bits; an 
extensive line of chrome-vana- 
dium steel detachable 
socket wrenches and wrench sets 
with a new “Drivelock” feature 
—an adjustment for locking 
sockets to drivers; a line of car- 
bide cutters and tool holders, 
and a line of receding type pipe 
threaders. 

The new Catalog “B-35” is of 
handy pocket size, measuring 
61 by 44 inches, and contains 
244 pages and cover. 


Goodrich Compiles Book 
of Engineering Data 


® The B. F. Goodrich Company, 

Mechanical Division, Akron, 
Ohio, has just released a 21- 
page book of engineering data, 
designed to simplify the selec- 
tion of belting, hose and other 
mechanical rubber goods for in- 
dustrial service, and describing 
over 200 rubber items. The 
book is illustrated with more 
than 100 different diagrams and 
photographs. 

Included in the section on 
transmission belting is a discus- 
sion of the relative merits of 
rubber and leather, a review of 
belting requisites for a wide va- 
riety of uses as well as helpful 
tips on installation procedure. 
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head. 


A straight, clean cut dealer 
policy which countenances no 
evasive detours has contributed 
much toward making Stanley 
Electric Tools a feature line 
with leading distributors the 
country over. 

Add to this such distinct ad- 
vantages as these: a complete 
line @ tools designed and built 
with the ruggedness of con- 


industry @ a name which has 
stood as a symbol of fine tools 
for over 80 years e _ intelli- 
gent, constructive advertising 
for the benefit of Stanley 
Distributors. 

These qualifications should 
appeal as much to you as they 
have to a large percentage of 
leading distributors. Write for 
complete details of our Selec- 


tive Distributor Policy. 


struction and reserve power 
needed to meet the demands of 


STANLEY ELECTRIC TOOL DIVISION 


THE STANLEY WORKS oh Ste, 


NEW BRITAIN, CONN. 
A LONG LINE OF PORTABLE ELECTRIC TOOLS 
DESIGNED AND BUILT FOR INDUSTRY + + ¢ 


STANLEY 
7 Utilize 


mw” ) MAUREY UNIVERSAL V-PULLEYS 
; to build sales and profits in 


1935 


The Maurey sales program is squarely behind mill supply house 
distribution. An ample margin of profit, complete protection. 
small stock investment, fast service —these are the features which 
enable distributors to fully capitalize on this outstanding line. 
Users find these single groove V-pulleys are built to “stand 
up and deliver.” Distributors find that their real mechani- 
eal advantages provide real sales points and enable the 
fullest development of an extensive immediate market. 
Maurey pulleys can help you build this year’s 
sales and profits. 














The world’s 
largest line of 
Single Groove Steel 
V-pulleys. 


Strong, true-running. Extra 
heavy hubs are made from solid 
steel or malleable iron 


Write now for complete information. 
no die cast hubs used. 


All Maurey 


silver 


V-pulleys finished in 
aluminum lacquer. 


MAUREY 
MANUFACTURING CORP. 


Name changed from 


UP-TO-DATE MACHINE WORKS 


2907-15 South Wabash Ave., 
Chicago, III. 














a big help in 
welding rod sales 


The New 


“IMPERIAL 


Welding Merchan- 
Rod diser 





[opera] 
] WELDING ROD > 
~ SUPPLIES ‘ 


WELDING rod offers striking profit possi- 
bilities to alert distributors. Increasing num- 
bers are finding that talking and pushing the 
recognized quality lennadat line of rod and 
equipment results in highly desirable business 

business which once established, becomes 
an important repeat item 

One of the most effective ways to help 
promote this trade is to provide an effective 
display. 

That is where the newly developed Im- 
perial Welding Rod Merchandiser comes in. 
It can be placed in any section of your display 
floor or window—or used at special shows. 

Labels show name and size of each rod 
displayed. Resale prices can be added if 
desired. Flux is exhibited in the bottom 
shelves on both sides. 

This sturdy and effective merchandiser is 
sold as a complete unit which includes Im- 
perial welding rod to meet your trade require- 
ments. Let us send you complete details. 


ALSO MANUFACTURERS OF IMPERIAL 
FITTINGS, PAINT AND SPRAY EQUIP- 
MENT AND SETTE FAUCETS. 


IMPERIAL BRASS 
MANUFACTURING CO. 


511 S. Racine Avenue 


—_—owe te fC A G O 
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Osborn Transfers Futty to | 


New York 


@ Steve Futty, who has been 

purchasing agent of the Os- 

' born Manufacturing Company, 

| Cleveland, has been transferred 

to New York as general man- 

ager of Osborn’s New York 
| branch. 


K. R. Kightlinger Joins 
Thermoid Sales Staff 


® Karl R. Kightlinger has been 

appointed account executive 
in the oil field sales organization 
of the Thermoid Rubber Com- 
pany, Trenton, New Jersey. Mr. 
Kightlinger has been an engi- 
neer in the oil fields for many 
years. More recently he has 
spent about five years in the 
employ of the Gatke Corpora- 
tion, as industrial brake engi- 
neer. 


Beck of Aluminum Industries 


Dead 


'@ Herbert J. Beck, director, as- 
sistant treasurer and factory 
sales 
Industries, Incorporated, Cin- 
cinnati, died suddenly at the 
company’s office Friday, Decem- 
ber 14, at the age of 34, after 
an illness of several months. 
Mr. Beck had been with Alu- 
minum Industries since the 
company was formed and was 
known widely throughout the 
| industry. 


Skilsaw Brings Out New 
Display Stand 


® Skilsaw, Incorporated, Chica- 
go, has brought out for the use 
of its distributors a new display 
stand known as the “floor mer- 
chandiser.” It is 51 inches high 
by 22 inch wide, attractively 
colored in blue and orange, and 
accommodates three Skilsaw 
electric drills—Model 41; one of 
Models 42, 43, 53 or 62 and one 
of Models 63, 82, 83 or 102. 
Drills are locked to the stand by 
the drill chuck and are said to 
be theft proof, being removable 
only through loosening the 
chuck with the chuck key. 





ROBBINS & MYERS, Inc. 


HOIST & CRANE DIV. 
SPRINGFIELD, OHIO 





| 
| Roppins & Myers, INc. 


manager for Aluminum | 





TAKING STOCK— 


Plants everywhere are taking stock 


—not only inventory but their 
ability to produce! The handy 
R & M Model L electric hoist fits 
in anywhere—works fast—costs 
little—makes friends. Send your 
inquiries to us and be served by a 
complete line of hand and electric 
hoists, cranes. 


SOLD THRU MILL SUPPLY 
HOUSES EVERYWHERE 





HOIST & CRANE DIV. 
SPRINGFIELD, OHIO 




















Plant Buyers Prefer 
_One Source of Supply 


at least when it comes to pur- 
chases of Cap Screws & Set 








| 
‘ 








And that’s the 
advantage of Selling 


ll 
OTTEMILLER 


| MILLED SCREW MACHINE PRODUCTS 

Our set and cap screws, cou- 
pling bolts and milled studs are 
complete for practically all pur- 
poses—and are so accurate, uni- 
form and economical that they 
have become standard with many 
buyers. 

For good volume and steady 
profits sell Ottemiller Products. 


Write for complete information. 


The WM. H. OTTEMILLER CO. 
YORK, PA. 
We also manufacture Dardelet Thread Screws 
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New York Belting Moves 
Warehouse Ae VIN TES 


@® The New York Belting and = 
Packing Company has moved pebengatet 


WATER SERV! 


the warehouse which serves the 
mid-continent territory from St. 
Louis to 440 North Wells Street, 
Chicago. A survey of terri- 
torial requirements dictated this 
move. 


Catalog Covering New Line 
of Fairbanks’ Trucks 


@ The new series, Number 9000, 
of hand trucks is covered 
completely in a new catalog re- 


cuntty pabliched ter The Veiv- WITH THE DEMING WATER LUBRICATED 
banks Company, New York. TURBINE PUMP FOR INDUSTRIAL PLANTS 


This sixteen page booklet con- 
tains an introduction to supple- 





Dependable, low cost water supply! That's the short, short 


mentary catalog Number 955, story about Deming Deep Well Water Lubricated Turbine Pumps. 
and is fully illustrated. De- Eliminate all possibility of oil contamination. Water lubrica- 
scriptive matter, together with tion assures that. 

dimensions and weight of each Write today ... NOW .. . for illustrated bulletin explaining 
unit, is shown. In addition, the Deming Deep Well Turbine Pumps. No obligation whatsoever. 


booklet describes Fairbanks 


truck wheels and push carts. T H g D E M j N G C '@) M PA N Yy 


Drilling Alleghany Metal 208 BROADWAY eee 
Requires Care PUMP MANUFACTURERS SINCE 1880 


(Continued from page 9) sc 


O re VY ‘omplete 
veg ‘. — — = reed MILL*FACT RY rater Ma aie 
go so far as to affect other | 


lines. The recommendations | Line of Leather 
follow: Belting You Handle? 


“A high speed drill should be af 1°X@) Xe i | | 
used for this material, with the| ® rr When you sell a belt for power trans- 


point ground somewhat flatter | —— <9 seme — mission does it stay sold or do you 


have to keep selling it to the customer 

than the standard. Lay-outs | err 
cause flicient rer perform- 

should be made with a triangu- MACHINERY. re e of inefficient power per 
lar-nosed center-punch, taking | ———1 — iiiadie diel 
care not to make the mark deep-| © ass peaks ou . " * — ‘. pete 

only have s c 
m4 ge eng ea ‘ a te: tile World, ' has very definite qualities of perform- 
ee ee no ance—Better Pulley Grip, Greater 
— = Gentes to cue Oe 2 Pliability, Unusual Strength and other 
Grill. On account of the work-| FACT O R Y | important factors which help to make 
hardening characteristics of Al- NAGEMEN I ' satisfied customers and repeat business. 
leghany metal, it is necessary to} MA i 


= - le ou consider the profit 
ro es ye age Rc Mile , E N a possibilities of this better line o belt- 
drill to make it cut a ; 
“It is very important that this Sind 

metal be properly backed up, be- 
cause it does not chip or break 
out ahead of the cutting point 
of the drill, as does ordinary 
steel, and the drilling must be 
done all the way through. The 
speed of the drill should be about 
one-half that used for mild steel. 
Immersing the drill in water 
after each hole is drilled will 





























LEATHER BELTING PACKINGS and SPECIALTIES 





Main Office and Factory 

Year in and year out 33 FERRY STREET NEW YORK 
e _— 

Schieren Products are con- Branches and Distributors in All Principal Cities 

stantly brought before tn- 


dustrial Buyers in the lead- 
ing Industrial Papers MEMBER OF THE POWER TRANEMISSION COUNCIL 
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FOR QUICK CLEAN 


PIPE CUTTING— 
THIS REMARKABLE 
RIZaID ALLOY 


BLADE 


Coined out of special alloy tool 





ence in pipe cutting. 


wheels. Fits any RIDGID type cutter 





RIDGID Cutter frames are 
with tempered steel 
tort 
knife-edge blade 


internally reinforced 
They won't break or dis- 
And they're shaped to protect that sharp 
For 4” 


to 4” pipe. 


‘A new RIDGID Tub- 
Cutter that 






meets all require 
ments Cuts and 
smooths tubing, ready to sol 
der Efficient reamer For 
%” to 1” tubing a 
Sell RIDGID for customer satisfaction. 
cooe 


THE RIDGE TOOL CO., Elyria, Ohio, U.S.A. 


RikatIb 


Super-Performance 
Pipe Wrenches, Cutters, Threaders, Vises 


POWER 
HOUSE 


SPECIALTY 


NOW 


A STAPLE 


DURA-STIX 


FIREBRICK CEMENT 














has achieved a dig- 
nified reputation for 





faithful service to 
industry. It has 
proven itself an 
attractive Supply 
House account for 
many years. nce 
the line is acquired 
—IT STICKS 


Extension of our activities brings an oppor- 
tunity for representation in certain localities 


Keystone Refractories Co. 


Frederick Reisman, Pres 


120 Liberty Street New York 





steel, this RIDGID blade brings | 
your customers a new experi- | 
Smooth, | 
quick cutse—and it far outlasts ordinary cutter 





The 
Metal requires particular care. 
A close follow-up on _ twist 
drills sold for use on this ma- 
terial may help to prevent the 
loss of an account through dis- 
satisfaction. 


drilling of Alleghany 


prolong its life considerably. 

“The low-speed electric hand 
drills recently brought out by 
several manufacturers are much 
better for drilling this metal 
than the older types, in which 
the speeds were too high. In 
drilling deep holes, a compound 
of one pound of sulphur to one 
gallon of lard oil will prove ad- 
vantageous.” 








Buyer and Seller Advocate 


Individual Tool Purchases 
(Continued from page 17) 








“You don’t need a lot of high 
pressure selling to interest shop 
men. Being interested in me- 
chanical things and thoroughly 
familiar with the type of tools 
I am selling, I have found that 
they prefer to browse around, 
picking up this and that and 
selling themselves. 

“I make regular calls every 
two weeks, or, in some in- 
stances, once a month, depend- 
ing on the volume of the ac- 
count. On all business of this 
character I write, the man places 
the order with me for delivery 
through the company. Natu- 
rally, it is necessary that you 
have a complete understanding 
with the management before 
any selling of this character is 
attempted. Even if a salesman 
were successful in sneaking in 
the back door to sell a few tools 
he would be faced with the 
proposition of accepting the 
credit risk and could expect to 
the plant’s business on 

items just soon as 


lose 
other 


as 












oy <1 & >» 


2, - raed 
oe D COVE US AACE TO SABO AND WE wt HOME Tek CART 


ADVERTISING 
COOPERATION 
FOR 1935 


. 






Our advertising campaign for 1935 
has been planned with the sole 
thought of helping you interest 


in ATLAS Car 
Movers. Through magazine space, 
literature and direct mail we will 
continue our whole-hearted coop- 
eration with you. 


APPLETON-ATLAS 
CAR MOVER CORPORATION 
2947 No. 30th Street 


MILWAUKEE, WIS. 
(FORMERLY LOCATED AT APPLETON, WIS.) 


more prospects 

















There is no substitute for the 


SHERMAN 


HOSE CLAMP 


Made of heavy sheet 
brass, rustproof clear 
through. Cannot injure 
hose and is everlasting. 
Even grip all around— 
conforms perfectly to 
shape of hose—grips at 
every point. It can be 
opened up, removed and 
used over again. Sher- 
man clamps are made 
in @ great variety of 
sizes to fit any diam- 
eter hose. Prompt serv- 
ice assured — large 
stocks maintained. 


SHERMAN 


The 
AIR NOZZLE 








Maximum utility 
— air economy — 
operating conven- 
ience at a reasonable price. 
Made of high-grade bronze, 
compact in design and simple 
and rugged in construction. 
Convenient to handle because 
of angle type and handy bronze 


lever; “% or % in. I. P. thread. 
Special extension tips available. 
Packed in cartons of 6. Weight 


approximately 9 ounces each, 
DISTRIBUTORS—These items offer you 


profitable sales opportunities. Write 
for samples and literature. 


H. B. SHERMAN MFG. CO. 


eum BATTLE CREEK, MICH. some 
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| his activity 
| Working his way to a large | 


was found out.” 
bench in the rear of the shop, 
Mr. Anderson spread out his 
samples. When the _ whistle 
blew, men gathered around the 
bench two or three deep. For a 





EXPERT 
SOLDERING 


solid hour they were going and 
coming, handling the tools, ask- 
ing questions. 

As he was packing his kit to 
leave, Mr. Anderson went on to 


is made easier with the use of Gardiner 
Flux-Filled Solder it enables ex- 
perienced mechanics to do faster work 
and inexperienced help 
to get better results. Its 




















BOLTS NUTS SCREWS 


Continuously for 81 years 


we have been successfully 
making this one type of 
product. This experience 
is reflected in the product. 
Specify CLARK’S BOLTS— 
NUTS—SCREWS 


Made by 


CLARK BrosRout (p 


Charles Street 
MILLDALE, CONN. 








FLEXIBLE SHAFT 
MACHINES 


VERTICAL AND HORIZONTAL 
TYPES 


Vg to 2 H.P. 


--<-— 


FOR 
GRINDING 
POLISHING 

DRILLING 
REAMING 
WIRE 
BRUSHING 
SANDING 
NUTSETTING 





LATHE 
GRINDING 
ROTARY 
FILING 


SCREW DRIVING 


| the grocery bill. 
| I am being conservative when I 


AND 
MANY 
OTHER 
OPERATIONS 









64-Page Catalog 
of 
Quality 
Machines 


most accurate work possible. It 
is by so doing that he holds his 
job or gets a promotion. 

“As for the management, I 
realize that there has been a 


trend away from individaul pur- | 


chases in the last few years, yet 
I find unusually high morale and 
a high degree of excellence in 
the workmanship of mechanics 
in plants such as this. The dis- 


| tributor’s salesman, of course, 
| must be able to sell both types 
| of plants, 


those which en- 
courage individual purchase and 
those which do not. However, 


| by specializing on sales to indi- 
| vidual mechanics through their 


1905 (strand p 1935 


employers, I have been able to 
build my tool sales to a point 
where they exceed my business 


' on all other lines. This, after all, 


should be the answer to your 


| question, ‘Does it pay you to go 
after business of this charac- 


ter?” 








Market Survey Yields Profits 
(Continued from page 13) 








filling out survey blanks when 
we might be getting some or- 
ders which would help to pay 
I am sure that 


state that my business with 
mines has increased ten per cent 
since taking on this line of brake 
shoes. This, I believe, is due 
entirely to the manner in which 
the line was introduced, for 
certainly I did not recognize its 
possibilities at first glance. 
Further, and perhaps more im- 
portant since I am tremendously 
interested in the continuity of 


high _ tensile 

| discuss the subject, “Shop men strength __ in- 
| are easy prospects. A high-class meter yg 
machinist wants to produce the oe 


both acid and 
rosin core and 
in various al- 
loys and 
gauges (as 
small as yy , 
4 of an inch). 
= Its perfect 
fluxes mean uniform results — always 
ready for instant use. Costs no more 
than ordinary solder. 

We also make a complete line of 
bar, solid wire, drop and pellet solders— 
send us your specification requirements. 





yp fardmer 


4833 So. Campbell Ave. Chicago, Ill. 























A 





Strong Set-up 
for Distributors 


Fine Lines, which provide 
you with a complete belt- 
ing service for every plant 
in your territory. 


An excellent Resale 


Price arrangement and the 
very best of distributor 
terms. 


Let us point out to you the advantages 
of selling 


GENUINE HETTRICK~-Stitched 


canvas Belting. 
MALABAR--For conveying and 
elevating. 


HETMACO—The 


sion Belt. 


New Transmis- 





HETTRICK MFG. CO. 























: Seer my job, my company profited by Summit and Magnolia Sts. 
t N. A. STRAND & CO. this method of procedure, for TOLEDO, OHIO 
$001 N. Lincoln St Chicago, U.S.A | the line was handled at a fair 
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MARVEL 


General Purpose Saws 








“MARVEL” means immediate accept- 
ance for it makes not only the most 
widely used general purpose saws but 
the most outstanding line of sawing 
machines built. MARVEL Saws are 
products of “The Hack Saw People” 
who have specialized in hack saws 
and blades for over a quarter century. 
In MARVEL Saws you have more to 
sell—more in features, capacities, per- 
formance and more for the money. 
Features include: Sturdy construction, 
Feed Pressure on draw stroke only, 
Quick Action Vise, Bronze Bearings, 
Automatic Stop, and Low Prices. 


Write for Catalog 


Armstrong-Blum 
Mfg. Co. 
The Hack Saw People’ 


353 N. Franciseo Ave., 
CHICAGO, U.S. A. 

















ACCEPTED 


Evidenced by the fact that 
they have been serving in- 
dustry through distributors 


for more than thirty years. 








PSwias' 


files of precision 


AMERICAN SWISS 
FILE & TOOL COMPANY 
ELIZABETH, N. J. 


margin and possessed the all-im- | 
portant requirement of rapid | 


turnover. 








Purchasing for Profit 
(Continued from page 15) 








department, it is in the matter 


of stocking special parts and | 


items for certain customers, on 
which there is ordinarily little 
turnover. Our shelves are not 
clear of slow-moving or dead 
lines any more than those of any 
other distributing house. But I 
can truthfully say that 85% of 
such stock is the result of buy- 
ing special items for special cus- 
tomers. The salesman has his 


customer’s interest at heart. It | 


is so easy to say, “Sure, we will 
stock it for you. You are going 
to be in the market right along. 
We'll take care of you.” 

In this connection, I am only 
too well aware of one particular 
item which we stocked up on to 
the extent of 6,000 pieces. The 
customer ceased to use it and 
they were left on our hands. 
With no small show of intelli- 
gence and business acumen, as 
we thought, we went out and fi- 
nally succeeded in getting an- 
other manufacturer to write it 
into the specifications of a simi- 
lar product that he was making. 
This was fine. In due time he 
used up the 6,000. But we were 
not rid of the item even then, 
because he began to order more 
from time to time. I suppose 
that we should not kick too 
much, for we have sold a large 
number. Nevertheless, every 
time an order goes through it 
gives this purchasing depart- 
ment exactly the same sensa- 
tion as that derived in handling 
a hot potato. 

Coming to the second part of 


our formula—the manufacturer | 
and the service back of the line | 
dismissed | 


—while it may be 
with fewer words, it is none the 
less important. 
may scout the field, the need for 


the product may be found there, | 


the product may fulfill all the 
requirements of the first part of 
the formula and yet the line has 
to be turned down. Why? 
First comes the standing and 
reputation of the manufacturer. 












EAGLE 


WELDED 
STEEL 
BENCH 
OILERS 


ARE BUILT TOGIVE SERVICE 


Under Most Severe Shop Conditions 


MACHINE CUT THREADS 
SOLD 
METAL ~~ 
NECK 






Note 
This SEanesy CAMLESS 
Superior s20v) Soot” 
Construc- rAMBOM STEEL 

tion PRING BOTTOM 5 





* = 
WELDED BOTTOM } 


One piece, seamless steel, highly pol- 
ished, solid brass bushing and inter- 
changeable spouts. Straight or bent— 
4 to 12 inches long. Capacity 4 to 1 
int. 
dl valuable territories open for live dis- 
tributors. Write for our liberal proposition. 
EAGLE MANUFACTURING CO. 
Wellsburg, W. Va. 








The salesmen | 


“Leek-Pruf” Quality 


STANDS OUT 


in Jobs—and Sales 


Berry's ‘‘Leek-Pruf’’ Hard Acid 
Core Solder has three superior 
features. 1. No sputtering. 2. No 
fumes. 3. No leakage. They make 
every soldering job easier, more 
efficient. Your solder customers 
can count on ‘‘Leek-Pruf’’ to work 
quicker and more smoothly; flow 
more freely; penetrate grease; 
solder iron and steel. Try Berry's. 
Its superiority and economy will 
make you many a satisfied custo- 
mer. BERRY SOLDER CO., Inc., 
19 Rector Street, New York. In- 
dustrial and packaged solder. 


BERRY’S 


SOLDER 
‘Cex pruf hard acid core 
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DAGGETT 


BALL BEARING 
LOOSE PULLEYS 





TIME in daily oiling 

COST of lubricant and replacement 

LOSS in power from friction 

There is no question but what you will 
experience a quick consumer interest in their 
superior qualities. And that means sales be- 


cause pulley replacements are badly needed 
in industry today. 


Ask for our profitable distributor terms and 
for information about the engineering assistance 
we will give you. 


That involves not only his size | 


and reputation as a manufac- 
turer with a national distribu- 
tion and national advertising 
program but it also involves a 
certain moral fibre, for lack of 
a more specific term. Distribu- 
tors, no matter how far sepa- 


| rated, are a clannish lot. Word 


| rapidly. 


travels about among them quite 
There are certain man- 





ufacturers who have the repu- | 


tation among them of following 
a distributor policy with the ut- 


| most integrity in purpose and 


CHICAGO PULLEY & 


SHAFTING CO. 


19 N. Desplaines St. 














that Sells 


Cleans the 
Modern 
Way 






CLEMENTS-CADILLAC 
BLOWER SPRAYER 
SUCTION CLEANER 
Men like to see a tool or machine in 


action. It is easy for the mill supply 
salesman to carry and demonstrate the 


CLEMENTS-CADILLAC _ Blower. It 
ommands attention with its smooth 
running motor, which delivers dry, oil 
free air at great speed, yet at low 
pressure. 

It is the most effective cleaner for dust 
n motors, generators, machinery, and in 


scores of places around the plant, ware- 
house and office. 

Step up your sales with the Clements- 
Cadillac. Write for prices and distribu- 
tors’ terms. 


CLEMENTS MFG. CO. 
6650 Narragansett Ave., CHICAGO, ILL. 
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There are others 
who follow it in a manner to 
“just get by.” There are still 
others who “get by with mur- 
der.” Reputation, therefore, 
does not mean simply reputation 
before the world. There is such 


in practice. 


a thing as distributor reputa- | 


tion. 
Next comes his financial re- 


sponsibility. A line may be of | 
| the finest quality and it may sell 


like the proverbial hot cakes. 
But what do these facts avail 


| the distributor if there is any 


CHICAGO, ILL. | 


apparent likelihood . that the 


| manufacturer has not the fi- 


nancial stability to last? 

Then comes the service that 
the manufacturer is in a posi- 
tion to render—service without 
endless quibbling and red tape. 
This gets right back to the ques- 
tion: “Is the manufacturer one 
who has had a distributor policy 
for some time, understands the 
distributor’s problems and 
knows how to work with distrib- 
utors, or is he just beginning 
and feeling his way and liable to 
change policy or 
middle of the stream ?”’ 

Finally, if the line is one on 
which there is considerable pio- 
neering to be done, then the dis- 
tributor by all rights should 
have the exclusive distribution 
of it in his territory. 

When we have investigated 
the market for the line in ques- 


| tion as outlined and are thor- 


oughly satisfied with the integ- 
rity and reliability of the man- 
ufacturer, we feel fairly certain 
that the line will prove profit- 
able to us. Our _ purchasing 
formula is, therefore, not just so 
many words but a factor which 
gets to the very heart of our 
business, profit. 


plans in the | 






Get Uur LOW 
PRICE on this 2’’, 
10,000 Gal. Size 


JAEGER ‘SURE PRIME’ 


PUMPS SELL FASTER.. 
2” —3”—1”"—6”—8” SIZES 


Beat competition, make money with 
America’s fastest selling line of compact, 
portable, sure priming centrifugals, Amaz- 
ingly low prices. Write us. 


THE JAEGER MACHINE CO. 


501 Dublin Avenue, Columbus, Ohio 





CHICAGO EYE SHIELD Co. 
OFFERS WIDE LINE OF SAFETY 
EQUIPMENT TO INDUSTRIAL 
JOBBERS 


Over 75 types of goggles; sand blast masks, 
welding helmets, hand shields, dust masks, 
respirators and many other kinds of quality 
industrial safety equipment are available 


from this one source of supply 





RESPIRATORS 


CESCO’S new line of respirators are judged 
by the service they render and the de- 
mand upon jobbers to supply their cus- 
tomers. They are selling! Supplied with 
5 kinds of filters and one of these 5 types 
will handle any job where nose, mouth, 
throat and lung protection needed 


1S 


| against breathing harmful dusts, paint and 


lacquer sprays, or mild concentrations of 
injurious or obnoxious gases. 


Salesmen’s catalog sheets, prices and dis- 
counts can be secured by writing Chicago 
Eye Shield Co., 2329 Warren Blvd., 
Chicago, IIlinois. 
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Here’s the one wrench to trust for 


satisfying your customers’ most ex- 


acting needs . . . the one wrench 


they can trust for the top limits of | 


strength, service and safety. 


TRIMO-ALLOY gets its undupli- | 


cated strength from the use of | 


molybdenum, nickel and steel | 


alloys throughout; all steel, drop- 
forged, heat treated . . . industry’s 


mightiest pipe tool. 


TRIMONT MFG. CO. 


Industry's Leading Wrench Makers | 


for Halfa Century 


Roxbury, (Boston) Mass. 
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